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in floors, too... 





ITS THE Yn 


and Today’s Winner is BRUCE FINISHE 
Finish! 






























Cau you get 


There’s still no improvement in the critical 2 
lumber shortage holding up production of 
Bruce Finished Flooring. But just as soon 

as conditions permit, we will give you the 

finest hardwood flooring ever made . . . more K4 
beautiful, longer wearing and easier to main- 

tain than ever before. 


E. L. BRUCE CO. 4 
MEMPHIS 1, TENN. 


World’s Largest Maker of Hardwood Floors 
Also BRUCE Floor Finishing & Maintenance Products 


tn 


SMOOTH SANDING— Each 
strip sanded to perfect 
smoothness on multiple drum, 
precision sanders. No sander 
marks. 


PRIME CONDITION — Finishing 
starts immediately after 
sanding, so no “raised grain.”’ 
Moisture content of flooring 
is right. 


PERFECT FILLING — Highest 
quality silex filler is rubbed 
into wood as flooring moves 
down the finishing line. 


THOROUGH SEALING — Bruce 
Finish penetrates into wood 
pores...seals them against 
dirt and wear. Beautifies 
wood grain. 


THAN ON-THE-JOB FINISHES! 
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INFRA-RED DRYING applies 
heat uniformly . welds 
finish into a tough, even film. 
No ‘‘unfavorable drying 
weather.” 


EXTRA BUFFING wit! high- 
speed brushes burnishes fin- 
ish . . . provides a_ harder, 
smoother surface for waxing. 


SUPERIOR WAXING-— Special 
wear-resistant Bruce Floor 
Wax is applied evenly, then 
polished over and o\cr with 
brushes and buffers. 


READY-TO-USE—No waiting 
on the job for finishes to dry 
...no hazard of finish being 
walked on too soon. Ready- 
to-use immediately. 


BRUCE FINISHED FLOORS 
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Allied Building Credits’ 
Perfect Control... 
































retrieves your customers for repeat sales 


_ a good retriever, Allied Building Credits 

always brings ’em back to you. When your 
ABC customer has a new repair or remodeling 
job and applies directly to ABC for credit, he 
is referred to you—and you are immediately 
told about the sales possibility. Once a cus- 
tomer obtains ABC credit through you, he is 


your customer. 






ABC makes no “Instalment Loans” . . . Only 
through you can your customer obtain further 
ABC credit, easily arranged in your own office 
or right on the job. ABC will help you keep 


your customers. 


@ Write today for complete information. Allied 
Building Credits, 2508 First National Bank Build- 


ing, Saint Paul 1, Minn. Offices in principal cities. 
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FLASHES sok ok ok 


REMOVAL OF HOUSING ADMINISTRATOR WYATT is de- 


manded by the 300 trustees of the National Home and Property 
Owners’ Foundation. President Arthur W. Binns charged Wyatt 
with using his governmental powers to advance public housing and 
state socialism. Resolution demanding Wyatt's removal blamed the 
housing administrator for the failure of the veterans’ housing pro- 
gram, charged him with misleading and confusing the people by 
“his repeated attempts to inject his public housing policy into the 
veterans’ housing program.” 

CONSTRUCTION EMPLOYMENT UP 75 PERCENT for the first 


six months of 1946 over entire year of 1945, the Bureau of Labor 
Statistics reports. For the first six months of 1946, 2,130,000 persons 
were employed nationally on construction projects. Estimated 86 
percent of all construction workers are employed on private con- 
struction. 


WINDOW GLASS PRICES JUMPED 18 PERCENT at the factory 























| under OPA schedule approved for Pittsburgh Plate Glass Company. 


Similar increases in jobbing prices will become effective at once. 
Wage increases plus cost of raw materials were given as causes 
for the price relief application. 

LANDLORDS ARE URGED TO END “NO CHILDREN” BAN. 


Surveys in some cities, says the National Housing Agency, indicates 








' number of persons per dwelling unit still going down despite severe 


housing shortage. Many landlords are refusing to rent to veterans 
with children. 


WYATT BELATEDLY RECOGNIZED BLACK MARKET by ap- 


pealing to business and industry to help end black market in 
lumber. Wyatt denied that as much as 75 percent is being sold 
illegally, contented himself by admitting “too much" was being 
drained off. 


SUBSIDIES WERE REJECTED by the clay sewer pipe industry, 
the first group to turn thumb down on Wyatt's offer. The industry 
pointed out that the industry is already at its maximum and cannot 
expand until more kilns are available. 


LUMBER IS SOUTH’S SECOND LARGEST INDUSTRY, Federal 
Reserve Bank statisticians have found. With its 150,000 workers 
lumber is second only to textiles. The 10,813 sawmills in the six 
southern states are credited with 22 percent of the Nation’s saw 
timber last year. 

SUBSIDIES FOR INCREASED PIG IRON, the raw material for 


cast iron soil pipe, bath tubs, radiators and other household equip- 
meni items, are being offered producers by Housing Expediter 
Wyatt. He expects a one-third increase in output between Sept. 1, 


oe and June 30, 1947, the period in which payments will be 
offered. 


LABOR IS BEING DRAINED from residential building projects 


at the expense of the veterans’ housing program. Based on reports 
from .eir Washington, D. C. office, the Chicago Metropolitan Home 
Build rS association, reports 64 percent of all building is com- 
mercial, industrial and public construction instead of housing. 
HEATING PICTURE IS BRIGHTER for this fall than last year, 


according to the Plumbing and Heating Industries Bureau: Stokers 
of all types and sizes are readily available and no serious coal 
Shoriage is expected if the current production rate of 12 million 
fons per week is maintained. 
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ISSUES MAY BE LATE 


Possible printers’ strike may 
affect all Chicago publishers 
AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHAN- 
DISER, along with all other maga- 
zines printed in Chicago, may be 
unable to meet publication. sched- 
ules in the weeks ahead. Although 
it cannot be predicted with cer- 
tainty, there is probability of a 
printers’ strike in early October. 
Such a strike might mean that 
readers will receive their copies 
late. 

During the pending crisis this 
Magazine will endeavor to serve 
readers to the best of its ability. 
Despite the best efforts of the 
staff, issues may be delayed. If 
conditions warrant, subscribers 
will be served temporarily with 
special mimeographed news bul- 
letins. 











BOGGED DOWN 


Home building must be freed 
from controls, Whitlock says 


HOME BUILDING will remain 
bogged down until the government 
learns how to exercise its controls 
in such a way as to stimulate rather 
than stifle residential construction, 
Douglas Whitlock, chairman of the 
Advisory Board of the Producers’ 
Council, declared in an address be- 
fore the Chicago Real Estate 
Board. : 

“The misuse of government con- 
trols has cut in half the number 
of homes which could have been 
completed so far this year and has 
prolonged the housing shortage by 





THIS is the kitchen section of an aluminum 
prefabricated house that is being manufac- 
tured in England at a former aircraft fac- 
tory. The dwelling comes in four sections 
which are fitted together in half an hour. 
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many weeks,” Whitlock said. 

“We must face the fact that we 
will never have full production or 
maximum business activity under 
a system of controls.” 


FOUR MISTAKES 
Whitlock charged the housing 
expediter with making four “seri- 
ous mistakes” since he took office. 
“First, he delayed needed price 


Quality in 


adjustments on low cost materials 
to put over his ill-advised subsidy 
program,” said Whitlock. 

“Second, he issued so many pri- 
orities for veterans’ homes that the 
available supply of materials was 
not sufficient to complete more than 
a small fraction of the homes 
started this year. 

“Third, he wasted many valu- 
able weeks in a futile attempt to 
force the passage of the Wagner- 
Ellender-Taft bill which merely 
would have placed the government 
in competition with private build- 


the Tree 


This is a sample of the fine quality Pon- 
derosa Pine timber behind the modern 


A-Y mill. 


While we can't invite orders at 


present, we're looking forward in due 
course to resumption of our dependable 


service in 


Industrial Items, Factory Lumber, 
Mouldings, Yard and Shed Stock 


Alexander-Yawkey 
Lumber Company 


Prineville, Oregon 


Members Western Pine Ass~.-Ponderosa Pine Woodwork 


‘ * 
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ers for the short supply of scarce 
materials. 

“Fourth, he waited for six 
months before taking any ,ositive 
steps to stimulate rental hoising,” 


EMERGENCY REPAIRS 


Householders allowed priority 
for plumbing, heating supplies 


UNDER an amendment 1) Pri- 
orities Regulation No. 5 any home 
owner may secure priority «:ssist- 
ance for heating or plumbing sup- 
plies necessary for emergeiy re- 
pairs to a dwelling made unin /abit- 
able by a breakdown of those fa- 
cilities. 

Total cost of supplies for which 
priority assistance is granted may 
not exceed $200 or $500 for a 
dwelling designed for six or more 
families. 

Applications for priority assist- 
ance should be made to local FHA 
offices for non-farm dwellings and 
to County Agricultural Conserva- 
tion Committees for farm dwell- 
ings. 


LABOR 


Two Chicago truck unions 
sign, but one local strikes 


APPROXIMATELY 600 truck 
drivers serving lumber yards in 
the Chicago-Cook County area were 
granted wage increases of 15 cents 
per hour under a new contract 
signed with the Lumber Trades as- 
sociation. 

While an agreement was reached 
with Locals 719 and 742, members 
of Local 782 decided to strike to 
achieve their demands. About 50 
drivers are members of Local! 782. 

With a 15-cent raise, drivers will 
now receive $1.19 per hour. Union 
representatives had asked _ for 
$1.25. Overtime will be paid at the 
rate of time and one-half for any 
time exceeding eight hours per day 
or 40 hours per week. The vaca- 
tion clause provides one week’s va- 
cation for employees of one year’s 
service; two weeks for employees 
with two years’ service. 

An earlier agreement covering 
retail yard employees provided a 


15-cent increase for all clas. ifica- 
tions except common laborer: who 
were granted 14 cents. 
MILLWORK STRIKE SETTLED 
About 60 employees of 1: Wi- 
nona, Minn., coal and lumber com- 


panies were on strike. Dr vers, 
who are now being paid 70 cents 


per hour, are asking 80 cents. ‘elp- 
ers are asking 75 cents. 
A 10-weeks’ strike involvin: 600 


employees of 15 Minneapolis 
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Is in is H aes Sixteen years ago the possibility of having a 
were ‘$ . continuous operation was only a Kinzua vision. 
cents After due deliberation, its course was set. 
tract 
»S as- It was determined to steer straight ahead for 
permanence and Kinzua has never deviated 

iched from that course. It has passed milestone after 
nbers milestone on its road toward acquiring an ample 
ce to timber reserve for cyclical cutting on a selective 
it 50 basis. 

782. 
: will Now — after sixteen years — it believes that its 
nion goal of permanent operation is in sight. 
= It has a vast acreage of timberland organized as 
on a Tree Farm. Its plan is to harvest the mature 
ion trees. A minimum of 25% of merchantable tim- 
wee ber is left standing for re-seeding. As the mature 
» ae trees are removed, the younger trees, saplings 
“il and seedlings get more sunshine and air. Their 
“iin growth is accelerated. Thus, Kinzua hopes to 
have a self-perpetuating forest — which would 
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Western Wholesalers 
Still Unable to 
Invite New Customers 


Your Western Wholesalers have 
been hoping month by month that 
demand would begin to level off 
to where they could again begin 
to serve all comers — promptly, 
efficiently as in years past. 


But with utmost diligence, they've 
been unable to gain appreciably 
on existing order files. Demand 
continues strong, while shipping 
conditions are a little less favor- 
able. 


Depend on it — your Western 
Wholesalers are exercising every 
effort to increase the flow of lum- 
ber to their customers. They're 
keeping a watchful eye on operat- 
ing and shipping developments— 
and will again welcome the op- 
portunity to perform for you as 
soon as supply conditions will 
permit. 





WALES LUMBER COMPANY 


Old National Bank Building 
SPOKANE - - - WASHINGTON 


einen: Macc 









564 Market St., San Francisco 4, Cal. 
MAUK SEATTLE LUMBER COMPANY 
SEATTLE, WASH. 
HOMESTEAD BRAND 
WESTERN LUMBER MERCHANTS 








CARL SODERBERG pp, {S84 
LUMBER COMPANY ‘Siu. ‘or> 
Manufacturers and Wholesalers yiPOuane, | 





Morrill & Sturgeon Grorsturd 


Lumber 
Yeon Bldg., Portland, Ore. 


Oo. Tee tase af Codey 
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St. Paul sash and door plants was 
settled after a 13-hour conference 
in the office of Gov. Thye. Origi- 
nally the Minneapolis Cabinet Mak- 
ers and Millworkers Union, Local 
1865, had asked for a blanket raise 
of 25 cents per hour. The man- 
agement countered with an offer 
of 5, 10 and 15 cents, according to 
classification. State fact-finding 
representatives recommended _in- 
creases of 5, 13% and 25 cents. 

Under the new contract, em- 
ployees in the classification of 80 
cents an hour or less, except frame 
workers, receive a 15-cent increase; 
other employees receiving over 80 
cents will receive an increase of 20 
cents. The contract, which ex- 
pires April 30, 1947, also provides 
vacation benefits after 1,200 hours 
of work instead of 1,600 hours. 


INCENTIVE 


NHA aims to stimulate rentai 
building by new tax schedule 


HOUSING EXPEDITER 
WYATT has come up with a new 
incentive to build rental housing 
projects for moderate income vet- 
erans. 

He reports his new plan is the 
outcome of a ruling by the Com- 
missioner of Internal Revenue 
whereby builders and owners of 
multi-family rental projects may 


‘step up the rate of depreciation 


for tax purposes. 

Under this ruling owners of 
rental housing will not be re- 
stricted to the equal annual install- 
ment method of charging off de- 
preciation for income tax purposes. 
Housing owners are permitted to 
use a method which will permit the 
property to be depreciated for in- 
come tax purposes at a faster rate 
when the building is new. 

The 64 insuring offices of FHA 
have just submitted their estimates 
of what they expect in the way of 
applications for mortgage insur- 
ance on rental housing projects. 
Estimates exceed 325 probable pro- 
jects involving approximately 36,- 
000 dwellings. 


DISABLED VETS 


Survey shows handicapped are 
most efficient, safest workers 


DISABLED workers are more 
efficient and experience fewer seri- 
ous accidents than able-bodied 
workers performing the same du- 
ties and exposed to the same haz- 


" , ; = 
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ards, according to a recent study 
made by the Bureau of Labor Sta. 
tistics at the request of the Vet. 
erans Administration. 

As the result of a survey of 47 
firms four basic conclusions were 
reached: 

1. Disabled workers made higher 
production ratings than the able 
bodied. The study placed the ef- 
ficiency percentage of the average 
impaired worker at 102 compared 
with 100 for the normal able-bodied 
employee. 

2. Disabled workers lose 110 more 
time on the job than their able 
bodied fellow workers. oth 
classes lost 3.8 days per 100 sched- 
uled work days during the six. 
month period covered by the sur- 
vey. 

3. Accident reports showed han- 
dicapped workers experienced one- 
third fewer serious accidents on 
the job than able-bodied workers. 
None of the injuries sustained by 
disabled workers resulted in addi- 
tional permanent impairments. 

4. Rates for minor, non-dis- 
abling injuries are slightly higher 
for impaired than for unimpaired 
workers. Impaired employees had 
1,227.5 minor accidents per one mil- 
lion man hours while unimpaired 
employees had 1,206.1 such acci- 
dents. 

Despite the foregoing record, 
only one out of every five disabled 
veterans applying for work at pub- 
lic employment offices finds a job, 
according to. statistics of the 
United States Employment Service 
for the first half of 1946. Presi- 
dent Truman has officially desig- 
nated the week of Oct. 6 to 12 as 
“National Employ the Handi- 
capped” week. 


CONVERSIONS 


Survey discloses veterans 
in most converted dwellings 

A 16-city survey by the bureau 
of Labor Statistics indicates that 
a high percentage of the converted 
houses and apartments under the 
Veterans Emergency Housing Pro- 
gram are being occupied by vet- 
erans. 

The proportion of veteran-occu- 
pied conversions varied from 83. 
percent in St. Louis to 94.7 pel- 
cent in Portland, Ore., with six ef 
the 16 cities showing a_ sreater 
than 90 percent veterans’ occu- 
pancy. 

Here are the cities surveyed and 
the percentage of veteran-occu- 
pants in converted units: Atlanta, 
90.4; Boston, 93.6; Buffalo, 91.3; 














Wit 
timbe 
methc 


cuts t 
angle 
to an 


Th 
stand 
saw | 
gage 
(4) © 
about 
(6) 
gallo 
easy 





































































































. Study 
or Sta- 
1e Vet- 
y of 47 
S Were 
higher 
ie able 
the ef- 
iverage 
mpared 
bodied 
) more 
ir able 
Both 
' sched- 
he six. & 50 
he sur- 
ad han- F.O.B. 
ed one- 
me te DENISON 
‘orkers, 
ned by 
n addi- 
ts, 
1on-dis- 
higher 
npaired 
es had 
ne mil- 
npaired TRACTOR MOUNTED SAW 
h acci- , 

: , For the larger, more difficult cutting 
odie With the Jaques Junior Portable Saw, one man can fell ‘obs, Jaques recommends the 
isabled | timber in a fraction of the time required by old-time Model ‘‘A” tractor-mounted saw 
at pub- | methods. Its 30-inch circular saw, powered by a 5 HP engine, with 48-inch blade. Can be 
? > cuts trees up to 30 inches in diameter. Once tree is felled, mounted on tractor and operated 
) e . . . H H . 
Service | angle of blade can be changed quickly to trim and cut timber from tractor seat. The price is: 
Presi- — to any desired length. $ 9 50° 
b+ The following features make this machine a truly out- 

Handi. | Standing piece of equipment: (1) Non breakable 30-inch 5.0.8. SemIsON 
saw blade; (2) Base plate assembly used as a clutch to en- 
gage and disengage saw blade at will; (3) Pneumatic tires; 
(4) The perfect balance—making machine easy to move 

cterans | about; (5) Light in weight—approximately 340 pounds; 

vellings | (6) Low-operating cost—consumes approximately 2 to 3 

Bureau | Ballons of gasoline per 8 hours’ operation, and (7) Simple, 

s that [ €asy and economical to operate. 

iverted 

er the COMBINATION 

g Pro- Jeques offers a Post-Hole Digger attachment which is inter- 

iv vet- changeable with Saw. Switch from Saw to Post-Hole Digger 

can be made in about 20 minutes. Cost of attachment is 
n-occu- $198.00. 

- “4 For Further Information, Write 

( per- 

six of 

rreater 


= POWER SAW CO. 
ae Highway 75 Denison, Texas 


91.3; 


_» = : : 
-AN ¢ Buitpinc Propucts MERCHANDISER, September 28, 1946 11 





SILVER LAKE SASH CORD 


DEPENDABLE QUALITY e 
. SILVER LAKE 


LOWER PRICED GRADES: EDDYSTONE -PELHAM-NUCORD - BENGAL 


SILVER LAKE CO. 


MILLS-CHATTAHOOCHEE, GA. SALES--99 CHAUNCY ST., BOSTON 


SOUID BRAIDED ~ 


SASHCORD 
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How Would YOU 
Divide a Pie into 


If you are one who believes it 
never should be done, and that 
FOUR is a good number to use in 
cutting up a pie, we agree with you. - 
But forty — that is both fantastic 
and ridiculous. 





So too, when TEN buyers vie for each car of KIRBY lum- 
ber that is made — that too is fantastic. Yet it is a situa- 
tion which we face every day in the week. 


Until supply and demand are more closely balanced, the 
problem will be much the same. While we are waiting for 
that time to arrive, you can be assured of this: that what 
is done about distribution will be fair and square, and fur- 
thermore, that there will be no sacrifice in the grading or 
the quality of Kirby lumber. 


KIRBY corronan 
CORPORATION 


Yellow Pine 


Southern Hardwoods 
"A Wood for Every Purpose” 


KIRBY BUILDING HOUSTON, TEXAS 
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Cincinnati “871: 


Chicago, 83.9; 
Dallas, 93.8; Denver, 84. Des 
Moines, 87.9; Detroit, 89 Los 


Angeles, 89; Minneapolis. 94.4. 
New Orleans, 85.7; Omah: 87.7: 
Philadelphia, 87.8; Portlan:. Ore., 
94.7; St. Louis, 83.3. 


FARM CONSTRUCTION DOWN 


Restrictions and shortages 
blamed for low production 
SHORTAGE of needed materials 
combined with Federal restrictions 
on non-housing construction is the 
reason why the volume of new farm 
buildings is falling below expecta- 
tions this year. 

J. Ernest Fender, presicent of 
the Structural Clay Products In- 
stitute, says the value of new build- 
ing on farms is expected to ap- 
proach 500 million dollars a year 
as soon as restrictions are removed 
and materials are available in am- 
ple quantities. The total this year 
is not expected to be above 300 mil- 
lion dollars. 

“Reports from all parts of the 
country,” said Mr. Fender, “indi- 
cate that farmers will insist on a 
higher quality of construction when 
they start their modernization 
programs. The fact that well con- 
structed barns and other buildings 
save money by reducing losses of 
stored crops and live stock was am- 
ply demonstrated during the war 
when farm facilities were taxed to 
the utmost and millions of dollars 
of high-priced crops were lost for 
lack of suitable storage facilities.” 

The Structural Clay Products 
Institute has prepared plans for 
hog and dairy farms, storage cellars 
and other farm structures which 
meet the functional requirements 
established by the U. S. Depart- 
ment of Agriculture. Copies of 
plans may be obtained by writing 
the Institute, 1756 K Street. N. W., 
Washington 6, D. C. 


SLICE FEDERAL EXPENSES 
Seven-point program ‘> battle 
inflation is outlined by CED 

DRASTIC cuts or postpo:.ements 
in Federal government «xpendi- 
tures are called for in a st :tement 
issued by the research an: policy 
ccmmittee of the Commitee for 

Economic Development. 

Specifically calling for pvstpone 
ments in the field of military & 
penditures, the borrowing »y fol 
eign nations and expenditures fo! 
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Sell ‘“‘Diamond-H’’ Equipment and 


YOU SELL THE FINEST 


from the Industry’s Finest Plants 


You’ve seen it happen in your store over and over: The products 
of the best company in any line will outsell all others. In farm 
equipment, HUDSON is the company that has consistently made extra 
sales and year ’round profits for the dealer. For HUDSON has the 
plants and the facilities to produce the finest equipment .. . precision- 
built products that are correctly designed and honestly built to give 
longer and better service at lower cost. 

For over 40 years, the “Diamond-H” has been the sign of uniform high 
quality—the sign of the best buy. Turn this reputation into extra profits 
—make HUDSON your leading line. 


_. Dd. HUDSON MANUFACTURING COMPANY 
589 East Illinois Street, Chicago 11, Illinois Branches in Principal Cities in the U. S. 






















































NG PRopucts MERCHANDISER, September 28, 1946 13 








PROT 


Generating sta- 
tion, Northern 
Indiana Public 
Service Co. Sup- 
plies electric 
power for 229 
midwest com- 
munities. 


Right: Workman 








applies protective 
Abesto coating. 


No small maintenance job! 
More than 70,000 square 
feet of roof on this generat- 
ing plant, one of many big 
structures protected and 
maintained with 


ABESTO 


Roof Adhesives and 
Coating Materials 


Abesto is recommended for 
new built-up roof construc- 
tion (used with any standard 
brand roll roofing)—as well 
as for small and large repair 
work—from patch jobs to 
big industrial roof mainten- 
ance. This broad usage 
makes Abesto a really fast- 
selling line ... means more 
profit for you. 


Dealers! 


ABESTO MEG. CORP. 
Michigan City, Indiana 


Please send me free specification sheets and 
descriptive literature on profitable, fast-sell- 
ing Abesto. Also information on dealer aids. 


Name 





| 





: Street____ 





|v 


= City State____ 


LP PTTTITIT TTT 
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NEWS aed TRENDS 


public works, the committee recom- 
mended a minimum goal of five bil- 
lion dollars of receipts over pay- 
ments instead of the $2.8 billion 
now contemplated. 

“Postponement of worthwhile 
but not urgent projects will help 
provide a backlog of useful expen- 
ditures that can be drawn upon 
when counter deflationary meas- 
ures are needed,” the statement 
points out. 


RECOMMEND LOWER TAXES 

The committee went on record 
for substantially lower taxes as a 
basic long-run policy, stating that 
“the tax structure and the budget 
should be drawn so as to make pos- 
sible substantial reduction of the 
Federal debt at a high level of em- 
ployment.” 

Seven essential elements in the 
fight against inflation were listed 
by the committee as follows: 

1. Efforts of management, labor 
and government to increase produc- 
tivity. 

2. Restraint by individuals, act- 
ing singly or collectively, in rais- 
ing prices, wages and salaries in 
recognition of the common interest 
in avoiding a wage-cost-price spiral. 

3. Restraint by individuals and 
businesses in making deferrable ex- 
penditures at the present time. 

4. Restraint by state and local 
governments in making expendi- 
tures not urgently needed now. 

5. A monetary policy to help 
prevent further expansion of ex- 
pendable funds in the hands of the 
public. 

6. A vigorous campaign on the 
part of the Treasury to sell and 
keep sold Series E and F bonds of 
small denominations. 

7. A vigorous policy to reduce 
Federal expenditures and maintain 
sufficient revenues to yield a large 
excess of receipts over expenditures 
in the fiscal year ending June 30, 
1947. 


FLOORING PRICES 


Manufacturers on the spot 
under Wyatt's premium plan 


ALTHOUGH the flooring indus- 
try is opposed to the government’s 
subsidy program, it is forced to 
go along as a matter of self preser- 
vation. 

Despite reports to the contrary, 
the flooring industry made no ap- 
peal to Wyatt for higher ceiling 
prices. Flooring production was 


down because of the inability of 
flooring manufacturers to secure 
lumber suitable for flooring in the 
face of OPA regulations and black 
market conditions. 

To remedy this situation the 
government promulgated VHP 
Order No. 2 prohibiting the use 
of heavy hardwoods in construe- 
tion. Under Revised Direction 1 
to PR 33 hardwood lumber manv- 
facturers are required to cut that 
portion of their logs of flooring 
species which would produce nor- 
mal grades of 2 and 3A common 
into 5/8”, 4/4” and 5/4” thick- 
nesses which are suitable for floor- 
ing. 

PRICE ADJUSTMENTS 

In order to compensate the saw- 
mills for a lower return on their 
production, adjustments in ceiling 
prices were made and a premium 
payment plan instituted. Grades 
and species of lumber suitable for 
flooring were increased $3 per M 
feet in 5/8” and $4 per M feet in 
4/4” and 5/4” thicknesses. 

However, the only ceiling prices 
increase for flooring was one of 
5 percent for unfinished flooring 
and $5 per M feet for factory fin- 
ish, which only projects into the 
flooring prices the increased cost 
of lumber. 

At the same time, the flooring 
manufacturer is permitted to pay 
to the sawmills a premium of $8.50 
per M feet on flooring sizes, grades 
and species of lumber. This pre- 
mium payment is refunded to the 
flooring manufacturer only if his 
production meets individually es- 
tablished quotas and provided an 
increase of 10 percent in produc- 
tion is achieved by him _ individ- 
ually or the flooring industry as a 
whole. 

If a manufacturer cannot meet 
his base quota, he stands tv lose 
the $8.50 premium he has paid for 
lumber. 

To encourage the reopening of 
idle plants, also overtime operation, 
a premium of $7.50 per M feet is 
paid to flooring-manufacturers for 
production in excess of base quo- 
tas. Manufacturers say that this 
premium benefit is likely to be ab- 
sorbed by increased costs where 
overtime is involved. 

Manufacturers do expeci one 
benefit from the premium paying 
plan. They cannot recover pre 
miums for lumber if the lumber }s 
sold on condition that the fleoring 
manufacturer will sell or <eliver 
flooring to his supplier. 

Previously, flooring manufac- 


ie 
September 28, 1946, AMERICAN LUMBERMAN © 








lity of 
secure 
in the 
| black 


| i | “ per 
VHP 0 ys Gor 





.€ use 


JA 
tion | 2 
manu- = @ 
+ that : Trim 


ooring 


“nor | id METAL MOULDINGS 


thick- 


- floor- ff | : | for E. 


e saw- A ; au | A pal ns say Builders 


their 











ceiling 
emium 4 
zrades YOU CAN GET THESE CHROMTRIM SHAPES IMMEDIATELY! 
le for bs ge p 
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turers in order to secure what lum- 
ber they did were required to 
deliver to suppliers certain percent- 
ages of finished flooring. Conse- 
quently several manufacturers 
found their flooring selling at black 
market prices in certain areas 
when they were unable to supply 
their own representatives in those 
localities. 


CODE SESSION 


Reports on basic building 

rules scheduled for Memphis 
REPORTS on building code re- 
forms will be made at the 31st an- 


Three Different 
Drying Problems-- 
All Solved With 


Flexible operation and auto- 
matic control features explain 
why the Moore Cross-Circulation 
System has solved different dry- 
ing problems with equal suc- 
cess. 


For example, Keller Mfg. Co., 
Corydon, Ind., (1) drying oak 
and other furniture stock, relies 
on Moore Cross-Circulation Kilns 
for continuous flow of properly 
seasoned lumber to the wood- 
working departments. 


D. L. Fair Lumber Co., Louis- 
ville, Miss., (2) now handles 
unit packages with lift trucks 
for seasoning in Moore Cross- 
Circulation Kilns, reducing costs 
and improving quality of famous 
“Delfair” Southern Pine. 








Moore Cross -Circulation System 


nual meeting of the Building Offi- 
cials Conference of America, Inc., 
Hotel Peabody, Memphis, for four 
days starting Sept. 30. 

Albert H. Baum, building com- 
missioner of St. Louis, Mo., and 
chairman of the conference’s Na- 
tional Basic Building Code Com- 


mittee, will make a progress report. 
A basic building code has been 
in preparation for two years by a 
group of outstanding code admin- 
istrators representing various sec- 
tions of the country. 
Bernard A. Savage, a 


commis- 





3. 


Twin City Hdwd. Lbr. Co., 
Minnesota, Transfer, Minn., (3) 
solved its problem by seasoning 
hardwood lumber and flooring, 
also West Coast woods, with 
Moore Cross-Circulation System. 
Note location of kilns in plant 
layout above. 


Let us show how the Moore 
Cross-Circulation System will 
soon pay for itself at your plant. 


MOORE DRY KILN COMPANY 
Largest Manufacturers of Dry Kilns and Veneer Dryers 
JACKSONVILLE 1, FLORIDA 

VANCOUVER, B. C. 


NORTH PORTLAND, ORE. 


MOORE eae KILNS | 
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INTERNAL .FAN SYSTEM 


September 28, 1946, 


sioner of the Board of Standards 
and Appeals, New York City, wil 
present a program designed to gain 
community acceptance of the basic 
code. 


PINE DOOR STANDARD 
National Door Manufacturers 
led the successful campaign 

ACCEPTANCE by a majority of 


manufacturers, distributors and 
users has led to the approval of a 
commercial standard for standard 
stock Ponderosa Pine doors, «ccord- 


ing to an announcement by the di- 

vision of trade standards of the 

U. S. Department of Commerce. 
The commercial standard, 


known 
as CS120-46, will be effective for 
new production starting Oct. 1, 
1946. 


A mimeographed copy, TS-4211, 
will be forwarded to each acceptor 
of the record. Printed copies will 
be mailed to non-acceptors only on 
specific request. 


COMING CONVENTIONS 


Oct. 2—National Association of 
Commission Lumber Salesmen, 


Chicago, Hotel Chicagoan. 
Oct. 3-4—National Hardwood Lum- 
ber Association, Chicago, Con- 


gress hotel. 

Oct. 10—Building Material 
hibitors Association, 
Sherman hotel. 

Oct. 21-23——National Retail Lum- 


ber Dealers Association, Seattle, 
Wash. 


Jan. 13-15—Middle Atlantic Lum- 
bermens Association, Atlantic 
City, Claridge hotel, no exhibits. 


Jan. 13-15—Kentucky Retail Lum- 
ber Dealers Association, Louis- 
ville, Brown hotel, exhibits. 


Jan. 15-16—Northwestern Liimber- 


Ex- 
Chicago, 





mens Association, Minneapolis, 
Radisson hotel. 
Jan. 22-23—Carolina Lumber & 


Building Supply Association, 
Charlotte, Hotel Charlotte, ex- 
hibits. 


Jan. 22-24—Southwestern [.imber- 





mens Association, Kansa: City, 
Auditorium, exhibits. 

Jari. 28-30 — Northeastern Retail 
Lumbermens_ Association New 
York, Pennsylvania hotel, exhib- 
its. 

Jan. 28-30—Nebraska Lumb«r Mer- 
chants Association, Omalia, Au 


ditorium, exhibits. 


Jan. 28-30—Ohio Association of 
Retail Lumber Dealers, Colum- 
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Preference That's Based on Merit 


Many hardwood users have come to prefer Appalachian Hardwoods. 
The Appalachian product has long been known for soft texture and work- 


ability. 


If you find it a little difficult to obtain your needs in Appalachian 
Hardwoods, it's due to today’s unprecedented demand. 


In due time 


Appalachian Hardwoods will again be in plentiful supply. 


*Morrison, Gross & Co........Erwin, W. Va. 


Lignasan-dipped West Virginia Hardwoods. Band Mill. Dry 
- ” Kiln oat Planing Mill. 


*M. E. Crisp Lbr. Co.........Welch, W. Va. 


West Virginia and Kentucky Appalachian Hardwoods, Oak. 
Poplar, mee § Maple, Ash, Sere. Chestnut and other 
hardwoods. All facilities. 


*Stearns Coal & Lbr. Co........Stearns, Ky. 
Appalachian Hardwoods, Hemlock and White Pine. 


*Cherry River Boom & Lbr. Co., Richwood, W. Va. 


Appalachian Hardwoods, Flooring, Planing Mill 
Glued Dimension. 


Products, 


*The Mower Lbr. Co.....Charleston, W. Va. 
West Virginia aie | Air-dried, Kiln-dried. Rough or 


urfaced. 
Mills: Omar, Marmet, Cass, Colcord and Pettus, W. Va. 


*Marshall Lumber Co.........Marion, N. C. 
Hardwoods—Hemlock and White Pine. 


D. D. Brown................-Elkins, W. Va. 


Mirs. Band and Circular Sawn West Virginia Appalachian 
Hardwoods—Kiln-Drying and ee Mill Facilities. 
Established 1880. 


*Christian Lumber Co.......Monticello, Ky. 
Appalachian Hardwoods Exclusively 
ipping Point: Burnside, Kentucky 


The M. B. Farrin Lbr. Co... .Cincinnati, Ohio 


Kiln-Dried and Air-Dried Appalachian Hardwoods. “Cen- 
° tury’’ Oak and Maple Flooring. 


BUY 
UNITED STATES 
VICTORY BONDS & STAMPS 


*McCracken & McCall, Inc... .Lexington, Ky 


Appalachian Hardwoods POPLAR BEVEL SIDING 
Band Saw and Planing Mill at Flat Lick, Ky. 


*Mowbray & Robinson Lbr. Co. . Cincinnati, O. 
Mills at Combs, Ky. and West Irvine. Ky. 
Complete Line of een ~~ Hardwoods. Maple and Oak 
coring 


Hutton & Bourbonnais Co....Hickory, N. C. 


Soft-textured Appalachian om. poy. chestnut and pinus 
strobus white pine. Planing 3. dry kilns, box factory. 


*Vestal Lbr. & Mfg. Co......Knoxville, Tenn. 


All Appalachian Hardwoods—Kiln-dried and Dressed. 
Mills at Duff and Knoxville, Tenn. 


*W. M. Ritter Lbr. Co.......Columbus, Ohio 


Appalachian Hardwoods 
Dry Thick Oak—Boat Oak 


J. B. Belcher..............Bluefield, W. Va. 
Appalachian Hardwoods, Air or Kiln Dried. 


*P. W. Plumly Lumber Corp.. Winchester, Va. 


Band Sawn Appalachian Hardwood Lumber, 
Modern Moore Dry Kilns and Planing Mill. 


*J. P. Hamer Lbr. Co........Kenova, W. Va. 


Manufacturers 
Appalachian Hardwood Lumber 


*Meadow River Lbr. Co.....Rainelle, W. Va. 
Manuiacturers of West Virginia Hardwood Products. 


*Wood-Mosaic Co., Inc.......Louisville, Ky. 


“Parkay” Ready-Finished Hardwood Flooring, Lumber. 
Veneers, Dimension. 


*Member Appalachian Hardwood Manufacturers, Ine. 
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GLASS CUTTER 


Sensitive to touch 
— light to handle — 
relaxing to use. 









Chapmanized steel 
RED DEVIL wheel. 


Y Twelve to 


A dint of 
Red Devil Tooks. 


IRVINGTON 11, NEW JERSEY, U. S. A. 








NEW HOUSING REGULA- 

TIONS REQUIRE COMPLETE 

BLUE PRINTS FOR G. I. 
PRIORITIES 





PER N. H. A. REGULATION 
80-3 
JUNE 10, 1946 





PLANS REDRAWN 
TO SUIT NEW 
REGULATIONS 

SECURE BETTER LOANS 


WRITE 


Lumberman’s Plan Service 
120 MACHIN STREET 
PEORIA 5, ILLINOIS 














bus, Deshler-Wallick hotel, exhib- 
its. 

Feb. 2-4—West Virginia Lumber 
Supply Dealers Association, 
Charleston, Daniel Boone hotel, 
exhibits. 


Feb. 4-6—Michigan Retail Lumber 
Dealers Association, Grand Rap- 
ids, Pantlind hotel, exhibits. 

Feb. 4-6—Lumber Dealers Associa- 
tion of Western Pennsylvania, 
Pittsburgh, William Penn hotel, 
exhibits. 


Feb. 10-11—Mountain States Lum- 
ber Dealers Association, Denver, 
Shirley-Savoy hotel, no exhibits. 


Feb. 10-11— Tennessee Lumber, 
Millwork & Supply Dealers, 
Knoxville (?), exhibits. 


Feb. 10-12—Illinois Lumber & Ma- 
terial Dealers Association, Chi- 
cago, Sherman hotel, exhibits. 


Feb. 18-20—Wisconsin Retail Lum- 
bermen’s Association, Milwaukee, 
Auditorium, exhibits. 


Feb. 18-20—Western Retail Lum- 
bermens Association, Portland, 
Multnomah hotel, exhibits. 


Feb. 19-20— Mississippi Retail 
Lumber Dealers Association, 
Jackson, Heidelburg hotel, exhib- 
its. 

Feb. 


20-21 — Virginia Building 


Material Association, Richmond 
(?), John Marshall hotel, exhib- 
its. 


Mar. 4-6—Indiana Lumber & 
Builders Supply Association, In- 
dianapolis, Murat Temple, exhib- 
its. 

Mar. 5-7—Intermountain Lumber 
Dealers Association, Salt lake 
City, Utah hotel, no exhibits. 


Mar. 5-7—Iowa Retail Lumber mens 
Association, Des Moines, Coli- 
seum and Savory hotel, exhibits, 


Mar. 10-12—Lumbermen’s Associa- 
tion of Texas, Galveston, Munici- 
pal Pier, exhibits. 


Mar. 19-20 — Louisiana Building 
Material Dealers Association, 
New Orleans, Jung hotel exhib- 
its. 

Mar. 19-20—-New Jersey Lumber- 
men’s Association, Atlantic City, 
Traymore hotel, no exhibits. 


Mar. 28-29—Florida Lumber & 
Millwork Association, Orlando 
(?), Auditorium, exhibits. 


No announcement yet from the 
following: Southern California Re- 
tail Lumber Association; Montana 
Retail Lumbermen’s Association; 
Arizona Retail Lumber & Builders 
Supply Association; Lumber & 
Supply Council, Ga. 
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“How about some of that nylon hose my wife's always 
talking about?” 
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are coming ..... 


You'll profit from both— 
with 6aham-boo€ 


e Two new home building booms are coming. In 
the first, thousands of small, low-cost homes will be 
built to meet the present housing shortage. 

In the second building boom, millions of families 
will build the homes they rea//y want—the homes 
they've dreamed of all through the war years. 

You'll profit from BOTH these booms if you sell 
Balsam-Wool—the lumber dealer’s insulation. 

Today, you can sell Balsam-Wool for the smaller 
homes—where it will make firm friends by its per- 
formance—as Balsam-Wool always does. Later, when 


many owners either enlarge these small homes to 


BALSAM-WOOL - 





BALSAM-WOF 








Products of Weyerhaeuser ~~ 


create extra space or dispose of them in order to 





build larger new homes—you will make a second 


sale—a second profit—with Balsam-Wool. 


For remember, Balsam-Wool is sold by lumber deal- 
ers only. You are sure of getting the business from 
both first and second building booms—sure that 
your profits are protected by a sound and long- 
standing distribution policy. No wonder so many 
lumber dealers who look to the future prefer to 
sell Balsam-Wool! Wood Conversion Company, 
Department 120-9 , First National Bank Building, 
St. Paul 1, Minnesota. 


NU-WOOD 















So Much Easier 





NO OTHER INSULATION 
SO FIREPROOF 
—SO PERMANENT 


There is scarcely an insula- 
tion job of any kind which 
cannot be accomplished with 
the three forms of Zonolite. 
Each meets a definite need 
...+ Zonolite Insulating Fill 
for attics and sidewalls... 
Zonolite Insulating Plaster 
for interior walls and ceil- 
ings... Zonolite Insulating 
Concrete for warm, dry floors 
and for roof decks. All three 
are easy to sell—all three 
are— 










INSULATING FILL 
in Attics, Sidewalls 



















PLASTER AGGREGATE 
for Walls and Ceilings 






Nationally Advertised 


in leading home, farm, ar- 
chitectural and contractors 
magazines. The public is ac- 
quainted with Zonolite. Let 
them know you are Zonolite 
headquarters in your com- 
munity by using our Free 
newspaper mats, display ma- 
terial, radio scripts and mail- 
ing pieces. Coupon brings 
details. 









CONCRETE AGGREGATE 
for Roofs and Floors 


UNIVERSAL ZONOLITE INSULATION CO. 
Dept. AL-96 @ 135 South La Salle Street ©@ Chicago 3, Illinois 


*Zonolite is the registered trade mark of Universal Zonolite Insulation Co. 


GET DEALER OFFER NOW 















MAIL COUPON TODAY.--, 
Universal Zonolite Insulation Co. 
Dept. AL-96. 135 S. La Salle St. 
Chicago 38, Illinois 


Please RUSH full description of various 
forms of Zonolite and details concerning dealer offer. 











RS 
EDITORS 


Commenting on the Sellers' Market 





To the Editors: The present sellers’ market in |i:m- 
ber has extended over a longer period than ever je- 
fore in the history of the industry. The production 
of the industry in 1946 has again proven inadequate 
to satisfy the unprecedented demand. Many in the 
industry are of the opinion that this situation will 
continue for many years to come. I am of the con- 
trary opinion. 

Since the outbreak of the war, the wages and sala- 
ries in the lumber industry, particularly in the West, 
have risen out of proportion to the increases in most 
competitive industries. As wages are a greater por- 
tion of the cost in the lumber industry than in most 
competitive materials, the sales price of lumber in the 
future can be expected to be higher in relation to 
competitive materials, than was the case prior to the 
war. The unavailability of lumber during the last 
few years, has made desirable, and in some cases 
essential, the substituting of other materials in its 
place. 

We anticipate that most manufacturers of competi- 
tive materials will in the very near future great- 
ly enlarge their production. They will intensify 
their efforts to replace lumber in markets which we 
formerly enjoyed. Lumber manufacturers, wholesalers 
and dealers must endeavor to improve the quality of 
our product, and to merchandise it better than we 
ever have in the past. 

We can fulfill our obligations to our country’s vital 
need of housing and other construction, by studying 
our markets and utilizing all available means of selling 
the American pubic on the unquestioned merit of the 
products of he forest. 

I think the change in policy of the AMERICAN LUM- 
BERMAN and the change in name, should work out to 
the advantage of the publication and the industry.— 
CHARLES M. HINES, Edward Hines Lumber com- 
pany, Chicago. 


Applaud Change of Name 


To the Editors: I am particularly interested in the 
announcement of the change of the name AMERICAN 
LUMBERMAN to AMERICAN LUMBERMAN & BUILDING 
PRODUCTS MERCHANDISER and can realize that it ‘akes 
something of a break in precedent after 73 years 

Lumberman has for some time been a misnomer 
because of the fact that for the past 20 years the 
lumber dealer has been transformed into a dealer of 
a great many different building material items be:ause 
of new products and changes in uses of materials. 
Inasmuch as many of these materials are standard 
items in the so-called lumber yard and inasmuch as 
one of the prime problems of the trade press and 
association is merchandising, it is very definitely fit- 
ting that the words “Building Products Merchandiser’ 
should be part of your title. 

We commend your courage in taking steps forward 
into this new postwar era where merchandisins and 


— 
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LIBBEY: OWENS: FORD 
GLASS COMPANY 


REG U.S. PAT. OFF 


= 
r DOUBLE STRENGTH 
7 PA Quality 
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WHAT’S IN A NAME? Assurance, for one thing. The L-O-F 
label on window glass in your houses tells prospects that 
you have used high-quality glass...that you have provided 
better, clearer glass for their enjoyment of the outdoor view. 

Provide ample window areas to bring in sunshine and 
to make your houses seem larger. Remember, greater use 
ot glass is the mark of a truly up-to-date house. Libbey: 
Owens-Ford Glass Company, 14106 Nicholas Building, 
Toledo 3, Ohio. 


LIBBEY* OWENS - FORD 
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James F. Eppenstein, Chicago. 
















L-O-F also makes plate glass, safety glass, Ther- 
mopane* insulating glass, Vitrolite* colorful 
glass facing, Tuf-flex* tempered plate glass 
and other flat glasses. 


*Reg. U.S. Pat. Off. 
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THE mipwesT'S 
INDUST 





Few people outside of the lumber business are fully cognizant of 
the important role lumber plays in hastening the industrial re- 
covery of the nation. 

We of the midwest are, of course, most keenly concerned 
with playing our part in hastening the day when the nation’s 
production will achieve some degree of adequacy... and 
we of the Schreiber Lumber Company are publishing this 
message in an effort to alleviate the critical shortage of 
lumber which is retardin~ our clientele's progress. 
For the past three decades our clients have looked to 
us as a source of supply for their specialized lumber 
requirements ... not important in volume, perhaps, 
but most important in the respect that the procure- 
ment of lumber will enable our clients to produce 
more ... castings, furniture, machinery, meat, 
food stuffs and other substantial items which 
are today’s crying need of the millions. 
For this cause we beseech you, as a pro- 
ducer of domestic lumber to communicate 
with us regarding any portion of your 
output which you could direct toward the 
welfare of such substantial industries as 
we are proud to list on our roster below. 


Allbright Nell Co. 
American Shipbuilding Co. 


Rand McNally & Co.—Maps 


Roberts & Schaefer Co.— 
Mining machinery & equipment 


J. F. Rowley —Artificial limbs 


Armour & Company 

Board of Educotion, City of 
Chicago J. P. Seeburg Corp. 

Bowman Dairy Company 

E. J. Brach & Sons 


Campbell Soup Co. 


Schulze Baking Co. 

Union Stock Yard & Transit Co. 

University of Chicago 

Creamery Package Mfg. Co. Walgreen Company— 

Flexible Steel Lacing Co. Drug Stores 

The Globe Company —Packing Ward Baking Company 
House Equipment 

B. F. Gump Co. 

Lloyd J. Harriss Pie Co. Stores 

K. W. Battery Co. Willett Company — Motor 


coaches and buses 
Museum of Science & Indusiry — 
For making up exhibits. 


Western Electric Co. 


Wieboldt Stores—Depariment 


National Biscuit Co. 
Nekoosa Foundry & Machine Works 











LETTERS 


salesmanship are going to become of paramount im- 
portance.—J. D. McCARTHY, secretary, Illinois Lim- 
ber & Material Dealers Association Inc. 


To the Editors: ... You and I know from long ex- 
perience that the retail lumbermen, as a_ whole, 
throughout the United States have mace just as great 
a progress, and perhaps even greater than the average 
merchant, in the merchandising and selling of the ma- 
terials he handles. You and I know that the averave 
lumberman is from year to year widening the line that 
he is merchandising. I am convinced that the attitude 
of the lumbermen is such that all of them will welcome 
the program that you intend to foster in your publi- 
cation. I am sure it will receive hearty support by 
the vast majority of the nation’s lumbermen, and 
aggressive merchandisers among the manufacturers 
will welcome the aid of your publication in that par- 
ticular—H. H. HOBART, Curtis Companies Inc., Clin- 
ton, Iowa. 


To the Editors: Your editorial announcement in 
your September 14 issue inspires enthusiasm. One 
thing this lumber industry needs more than another 
is improved merchandising methods. In no branch 
of the lumber industry is there a richer field for such 
a program than among retail dealers. They have been 
waiting a long time for such leadership. 

Every retail lumber dealer with whom I have had 


; an opportunity to discuss the matter is, at heart, a 


lumberman first and a dealer in other building ma- 
terials second. As lumbermen, they have deplored 
the trend in building toward the use of competitive 
materials. In order to keep up their total sales vol- 
ume, they have been compelled to handle these com- 
petitive materials. The producers of these competitive 
materials have taken full advantage of the oppor- 
tunity to use these ready-made distribution agencies. 
These rivals of lumber have done the merchandising 
job for the retailers and have made it easy for the 
lumber retailers to convert their sales efforts away 
from lumber toward rival materials. 


... The producers of these rival materials must de- 
pend on modern merchandising methods to create their 
markets and the lumber industry has been very slow 
in coming to a realization that they must match these 
merchandising efforts in order to hold lumber in the 
rightful position in the building trades. 


Your approach to the solution of this problem will 


. fill a long felt need and I am confident that the retail- 


ers will react enthusiastically to your leadership. The 
principal point of contact between the retail lumber- 
man and the hardwood industry is in the field of hard- 
wood flooring. It seems to us that this field could be 
broadened and we hope to see the time when all retail 
lumber yards will carry a supply of hardwoods, par- 
ticularly in the rural districts. 

Congratulations to the AMERICAN LUMBERMAN on 
its progressive program and all good wishes for the 
success of your splendid efforts.—J. W. McCLURE, 
secretary-manager, National Hardwood Lumber Ass0- 
ciation, Chicago. 


. « 
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IN ITS 70TH YEAR 


Sunnlemented Twice Weekly 


—hence you can depend on the latest published 
rating. Twice each week you receive notification 
of hundreds of up-to-the-minute items about 
new concerns, changes in credit ratings, fire 
losses, deaths, changes in ownership and other 
facts that affect credit and sales. For conven- 
ience these TWICE-A-WEEK Sheets are consoli- 
dated in a Monthly Cumulative Supplement 


eliminating the necessity of checking all pre- 


viously published Supplementary matter. 


ytu aa 





FOR EVERYONE WHO 
SELLS TO LUMBER DEALERS 
OR FURNITURE FACTORIES 
OR OTHER WOODWORKERS 


A Specialized Seruice NOT CONFINED TO USE 
BY LUMBERMEN—which has been relied on since 1876, in extend- 
ing credit and promoting sales to the lumber, furniture or wood- 


working trade. 


Valualle Sales Dinectary —this comprehensive 


credit rating book lists quantity buyers of lumber and allied products 
thruout the United States. 


@ From no other source can you obtain such a complete list of 
Lumber Manufacturers, Concentration Yards, Wholesalers, Retailers, 
Commission Men, Furniture and other Woodworking factories and 
almost one hundred other classes of industrial concerns buying Lum- 


ber, Veneer, Plywood, etc. in quantity. 


@ Street addresses are shown in the larger cities making possible low 


postage rate circularization. 


For subscription terms address Department "A" of the nearer of the 


offices shown below 


LUMBERMEN’S ee ASSOCIATION INC. 


608 South Dearborn St. 
_— 5, Illinois 


99 Wall Street 
New York 5, N. Y. 


Buitpinc Propucts MERCHANDISER, Se ptember 28, 1946 27 

















Voltaire 


Great French Author-Philosopher, in order to 
produce the quantity of high-quality work he 
was noted for, said he had to be 


“ALWAYS AT WORK” 


Like Voltaire 


The 
DIXON 
INDUSTRIES 
ARE 
ALWAYS AT WORK 


The DIXON INDUSTRIES Wartime Record 
was one of tremendous production of essen- 
tial wood products. 


TODAY, THE DIXON INDUSTRIES are still 
“Always at Work” to meet the building in- 
dustry’s needs for quality material. 


TOMORROW, THE DIXON INDUSTRIES will 
continue to be “Always at Work,’’ to fill or- 
ders as quickly as possible. 


“ALWAYS AT WORK” 


The 4 Big Plants of 
The DIXON INDUSTRIES 


Grant Dixon, President 
Hal R. Dixon, Treas.-Manager 


SPOKANE 


Western Pine Manufacturing Co. 
Spokane, Washington 


Exchange Lumber & Mfg. Co. 
Spokane, Washington 


Lincoln Lumber Co. 
Lincoln, Washington 


Ellis Glazing Co. 
Henryetta, Oklahoma 


Western Pine Assn. @ National Door Mirs. Assn. 


Ponderosa Pine Woodwork e National Wooden Box Assn, 
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LETTERS 





More Interest in Education 


To the Editors: In your issue of August 3 you had 
an article referring to courses given by state ini- 
versities for 30-day periods that have proved of in- 
valuable aid to those contemplating future employment 
in the lumber business. 

Could you supply me with the names of such uwni- 
versities in, or at least close to Michigan, with the 
starting date of such courses.—_-CHARLES S. MILJS, 
Venoy Lumber company, Wayne, Mich. 


So far as we know the only universities ready to go 
on these courses are in the far west. /n several mid- 
western universities the work is still in a planning 
stage for inauguration this fall. When plans are com- 
pleted, enrollment for students from your area will 
probably be accepted through Mr. Hunter M. Gaines, 
secretary, Michigan Retail Lumber Dealers Association, 
Capital Savings and Loan building, Lansing 68, Mich. 
We suggest you contact him.—The Editors. 


Nothing for Small Yard 


To the Editors: I run a small lumber yard in the 
central part of the state and for the past two years 
it has been a lumber yard in name only. 

I have tried to get orders from many firms but they 
all reply that they cannot handle my orders at this 
time. 

Can you tell me what is creating the bottleneck that 
a small firm can get no lumber.—C. H. GIESEKING, 
Altamont Supply company, Altamont, III. 


No Store Blueprints Available 


To the Editors: Please advise if it is possible to get 
ready made original store plan No. 8 as appeared in 
your January 19, 1946, issue. We are contemplating 
a new store front and addition—-J. R. LA FON- 
TAINE, Lyell Hardware & Lumber company, Roches- 
ter, New York. 


To the Editors: In your January 19, 1946, issue you 
showed a number of store designs suitable for « lum- 
ber business. 

We are planning on constructing a new yard and 
two of your designs appeal to us in that they are about 
the type of structure we desire to build so we are 
writing you to find out if the complete plans fo these 
buildings are available. We are especially intere ted in 
Store Plan No. 2 and Store Plan No. 9.—J. W TUR- 
NER, Turner Building Supply, Heber City, U‘ah. 


We do not have complete blueprints ava'!- 
able for any of the store plans in that issue. 
You are at liberty to use any of the ideas 
any of the plans. We feel sure a local architect 
can draw the complete plans for you after 
studying the issue. You can in this way wok 
in a few changes if you so desire. We regr°t 
that we cannot supply you with the working 
drawings.—The Editors. 
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“EXPEDITING™ AT $3000 PER HOUSE 


That genial “expediter” of Housing, W. W. Wyatt, 
is about to achieve a niche in the hall of fame alongside 
of Wrong Way Corrigan and those muddled speedsters 
of football who have made spectacular 90 yard touch- 
down runs chased by their entire team only to find 
themselves under the wrong goal post. 

“Expediter’” Wyatt appears to be expediting back- 
wards. It is historically demonstrable that more 
houses were started and completed in the first seven 
months in 1920—-in 1921 (a supposedly depression 
year)—in 1925 when we had 10 million less employed 
than now—in 1939—40 and 41—by the normal proc- 
esses of private industry than the “expediting” of 
Mr. Wyatt has been able to produce so far this year! 

Mr. Wyatt reported September lst that 50,000 
houses were started and completed in the first seven 
months of this year. He has since asked that the 
figure be revised to 70,000. 

Chicago authorities reported but 250 houses com- 
pleted as of September 16th in the Chicago area out 
of 11,600 “‘starts’’. 

With current employment in this industry without 
Mr. Wyatt and his “expediting” we would have pro- 
duced and completed a certain total of houses so far 
this year— undoubtedly tens of thousands more than we 
did with the red tape and confusion of governmental 
controls—but let’s give Mr. Wyatt the benefit of the 
doubt and say that he may have expedited 10,000 more 
houses up to this time this year than would have been 
built. 

But at what a cost! 

It is conservatively estimated that the Wyatt 
(N.H.A.) Administration has spent 25 millions of the 
taxpayers’ money in the first eight months of the year 
—that figures $2,500 per house for “expediting”. But 
that is not the whole cost—to Wyatt’s costs should be 
added that part of the costs of OPA which should be 
allocated to the construction industry—the net cost 
of PHA, that part of the subsidies spent to date, and 
expenditures from OWMR and the President’s special 
funds. (We have not added FHA because the expendi- 
tures of that group have justified themselves from the 
beginning. ) 

When the total costs of government “expediting” or 
interference with the normal processes of the private 
construction industry are totalled they will reach 
astronomical heights. And when the results are meas- 
ured against the costs—well—all of the other failures 
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of government in conducting private enterprise will 
dwindle in comparison. 


But that is not all of the story. The latest wave 
of edicts and directives emanating from the “Expe- 
diter’s” office tend to further confound confusion. 

No construction materials—or practically none—ex- 
cept for veterans housing! 

With this—in time—the houses started this year 
may be completed, but the completions will be had at 
the peak of the black market and at still another extra 
cost of $500 each because of “expediting” delays. 
When the houses are ready for occupancy the veter- 
ans whom they are intended for will not be able to 
buy them or pay for them! Not one needy veteran in 
10 has the monthly income to justify the purchase of 
an $8,000 house—(try and get one for less in any 
metropolitan area). 

Further, when the normal processes of supply and 
demand ultimately take hold and prices readjust them- 
selves as they inevitably will (we built twice as many 
houses in 1921, a deflationary year, as we did in 1920, 
an inflationary year), the veterans who do buy these 
houses—the very veterans whom we all want to help 
will be left holding the bag with a deflated purchase 
and a sense of being cheated. 

The one ray of light in this dark picture is that the 
utter inefficiency and helplessness of governmental ad- 
ministration of an industry as complicated as con- 
struction is so clearly demonstrated and so definitely 
proved that the Wagner-Ellender-Taft Bill should have 
short shrift if it again raises its macrocephalic head. 

Mr. Wyatt should take to heart the story of the 
negro boy who saw a ghost as he was passing a 
cemetery— 

As they started to run, the ghost took the lead and 
the negro boy said “Get out of the way and let some- 
body run as can run!” 

(This journal has a policy of not attacking an exist- 
ing program without making some attempt to provide 
an alternate—Please note in this issue the article 
entitled “The Elements in a Private Industry Solution 
of the Housing Problem’”’.) 
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Elements in a Private Enterprise 
Solution of the Housing Problem 










Presented here are tangible suggestions for the industry 
to use in facing the challenge of choosing between continued 
government intervention in the housing problem or organizing 
to meet the problem with its own facilities and manpower. 


HE ISSUE HAS now been 
sharply joined. Either we 
face continued and deeper inroads 
by government into the housing 
problem with all the ineptitude, 
bungling, inefficiency and wasted 
money that is a demonstrated part 
of that course, or the construction 
industry must organize to meet the 
problem with the man power and 
facilities of the industry itself. 

If we are to tackle the problem 
the first step must be to define it. 

What does the American public, 
including veterans, want from the 
home building industry? 

Out of the welter of attacks, 
charges, counter-chargers and coun- 
ter-claims there is a gradual emerg- 
ence in the public mind of just 
what they want from the industry. 

Our country demands from its 
home building industry an adequate 
supply of new homes annually of 
good quality at prices people can 
afford to pay with the same indus- 
trial responsibility for sales and 
services they receive from other in- 
dustries. ; 

They want a new home sales 
headquarters in their local com- 
munity with materials, parts, sup- 
plies, displays, models and pictures 
where they can shop, husband and 
wife together, and buy a new house. 

They want to be served by one 

salesman who will handle every- 
hing for them, and they want the 
‘ale to embody every reasonable 
service that would be given with a 
$6,000 purchase from any other in- 
custry. 

They want accurc'e information, 

und advice, coverage of all needs 
ind to be fitted into a home of the 

ight size for the family and the 
‘amily pocketbook. 

They want good design, quality 
materials, sound construction, pre- 
vrocessed financing and at a pre- 
determined price that will stay put. 

They want a light-conditioned, 
vir-conditioned, comfort-condi- 


tioned, convenience-conditioned, 
health-conditioned and a_ beauty- 
conditioned home. 

They want an economic deal, rea- 
sonable costs, safe, convenient 
financing, ease of purchase, simpli- 
fied transactions and, above all, re- 
sponsibility before and after the 
sale. 

This is the clear challenge to the 
light construction industry. It is 
now apparent that the industry 
must set up to supply this demand 
on the part of the public or legis- 
lation like the Wagner-Ellender- 
Taft Bill will be had and the gov- 
ernment will take over a large part 
of the industry. 

It is said on good authority that 
the reason Senator Taft permitted 
his name to be attached to socialis- 
tic legislation of the type of the 
WET Bill is because he despaired 
of the construction industry ever 
actually organizing to meet the rea- 
sonable demands of the public. 

Henry Ford, Sr. made a very 
significant statement a number of 
years ago when he said, “‘Any prob- 
lem is soluble if you break it down 
into small enough parts and solve 
them one at a time.” 

To get at grips with a sizable 
segment of the housing problem let 
us set up the goal for the industry 
of providing— 

ONE MILLION INDIVIDUAL, 
SINGLE FAMILY HOMES IN 
1947 — exclusive of multi-family 
apartments, prefabricated dwell- 
ings, trailer houses, Federal Public 
Housing Projects, and so forth. 

If the industry were to tackle 
this specific problem the following 
questions must be answered: 

Who would organize and direct 
the activities of the industry in 
solving this problem? 

What kind of a structure 
would be needed to facilitate the 
program ? 

How would the project be 
financed? 

Where would the personnel 
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come from to manage the pro- 
gram? 

What strategies and _ tactics 
would be used to secure efficient 
results? 

What tools and instruments 
would be needed to get speedy 
action? 


PLANNING AND DIRECTION 


The planning and direction of 
the project of providing one mil- 
lion homes in the year 1947 would 
logically fall into the hands of the 
leadership in the production and 
distribution branches of the indus- 
try which manufacture, warehouse 
and deliver the physical materials 
and equipment which make up the 
homes. 

Inasmuch as the producers are 
national or regional in scope while 
the distributors are local, it log- 
ically falls to the producers to take 
the preliminary organization steps 
in developing the program. 


ORGANIZATIONAL STRUCTURE 

A simple type of corporation 
should be formed which might be 
tentatively called the INSTITUTE 
OF HOUSING LOGISTICS. Its 
capital structure should be between 
$1,000,000 and $6,000,000. 

(The problem of providing a 
million homes is a $6,000,000,000 
project. At one-tenth of one per 
cent for coordination, $6,000,000 
would be required.) 


FINANCING 

If as few as 40 building materi- 
als producers put up $25,000 each, 
an initial capital of $1,000,000 could 
be had and the project launched. 
Subsequent financing could be se- 
cured.from participating manufac- 
turers on a fractional percentage 
of the gross sales or sales to the 
light construction industry. 

It is possible, and might even be 
desirable, that this corporate struc- 
ture should include some govern- 
ment capital, but the control should 
be left with private industry. At 
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no time should the government own 
more than forty percent of the 
stock. 

If the government participated, 
corporate directors should include 
representatives of the Reconstruc- 
tion Finance Corporation, the Civi- 
lian Production Administration and 
the Federal Housing Administra- 
tion. 

PERSONNEL 

The project should be directed by 
the ablest coordinator available in 
the light construction industry, and 
he should surround himself with in- 
dustry men best acquainted with 
the problem. Some of these men 
would necessarily be on loan from 
other corporations. 

In addition to the paid staff, com- 
plete integration should be had with 
all production, distribution and 
construction organizations in the 
light construction industry as their 
activities could or would pertain 
to a solution of the problem. This 
cooperation of the industry associ- 
ations could be an absolutely vital 
part in a successful solution. The 
membership of the Manufacturer- 
Dealer Coordinating Committee of 
the Producers’ Council and the Na- 
tional Retail Lumber Dealers As- 
sociation should en bloc become a 
sector of the Board of Directors. 

The President and Secretary of 
each cooperating association should 
be on the Directorate. 

DURATION OF EFFORT 

The life of the Institute of Hous- 
ing Logistics would be limited to 
the solution of two problems: (A) 
The provision of a million homes. 
(B) The development of a long- 
swing plan for the light construc- 
tion industry which would imple- 
ment the mutual pledges of the 
producers and distributors to pro- 
vide more and better homes and 
farm buildings at ever lower real 
costs with higher wages and fair 
profits. 

The solution of Problem B would 
probably entail a permanent organ- 
ization of some kind which would 
take over the activities of the In- 
stitute. 


A PHILOSOPHY OF APPROACH 


In approaching the problem of 
streamlining the production and 
distribution of a million single 
family homes in one year it might 
be well to consider the differences 
between our problem and that of 
other industries who have, in the 
past, set up successful streamlined 
programs. 

The degree of complexity might 
be cited inesmuch as there are 30,- 
000 parts in a house coming from 
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65 different industries. But it is 
also true that there are 14,000 
parts in an automobile probably 
coming from an equally diverse 
group of industries. The essential 
differences are as follows: 

1. The product—a single family 
home—is not manufactured within 
the four walls of a factory as in 
other industries, but is manufac- 
tured one unit at a time on indi- 
vidual residential lots scattered 
from one end of the country to the 
other. 

2. The manufacturer of the par- 
tially fabricated parts of the house, 
like millwork, heating, plumbing, 
roofing, siding, etc. does not par- 
ticipate except in an engineering 
sense in the production of the com- 
pleted unit on the residential site. 

3. While many individual units 
are built for sale after they are 
erected or for rent, by far the ma- 
jority of the houses are built on 
order after they are sold. 

4. Two management factors are 
concerned with the ultimate pro- 
duction of the house: (A) The 
dealer or merchant who has sold 
the house to the consumer and, (B) 
The contractor or construction 
superintendent who actually man- 
ages the building of the house. 

5. Instead of the partially fabri- 
cated materials such as lumber, 
millwork, plumbing, etc., flowing 
through a single warehouse to be 
assembled and delivered to the con- 
struction site on a streamlined ef- 
ficient schedule, many of these 
products now flow through diverse 
wholesale and retail warchouses on 
a disorganized, costly and _ ineffi- 
cient distribution and scheduling 
program. 

6. There is no semblance of co- 
ordinated controls from the pro- 
duction of materials and equipment 
going into the house on along the 
chain of production and distribu- 
tion to the ultimate delivery of the 
product to the consumer. Many 
classifications and branches of the 
industry contribute personnel who 
do the actual work along the dis- 
tributive chain. 

Finally, there is little or no 
standardization of the product it- 
self. 


MINIMIZING THESE DIFFERENCES 


In attempting to bring the home 
building industry nearer into line 
with the traditional streamlined 
procedures in other American in- 
dustries it is necessary to visualize 
the new home production and dis- 
tribution chain as including the 
factories producing construction 
materials and equipment and all 








other factors and functions richt 
up to the actual site where the 
product is delivered. The only ic- 
tual difference from an organiza- 
tional viewpoint is the length of 
the chain. The principles of stand- 
ardization, simplification, strear- 
lining and efficiency can be had if 
there is management of sufficient 
vision. This production and dis- 
tribution chain starts, of course, at 
the doors of the factories which 
produce building materials and 
equipment. Therefore, the pri- 
mary logistics must be the respon- 
sibility of producer management in 
the construction industry. 

The simplest “line” management 
would consist of two factors, dis- 
tribution executives of manufactur- 
ing companies and the managers of 
local retail basic material estab- 
lishments. <A third factor which 
might be called “staff” manage- 
ment would be the _ contractor- 
builder who actually erects the 
house. 


If these three factors, manufac- 
turers, dealers and contractors, two 
of them “line” and one “staff,” 
would accept a coordinated logisti- 
cal plan of production and distribu- 
tion developed by an industrial co- 
ordinating staff like the Institute 
of Housing Logistics mentioned 
above, the problem would be a long 
way toward solution. 


ORGANIZATION FOR THE SOLUTION OF THE 
PROBLEM 

It is obvious that inasmuch as 
the production and _ distribution 
chain involved in delivering a mil- 
lion single family units to the con- 
sumer stretches from thousands of 
individual factory sites to hun- 
dreds of thousands of individual 
construction sites, there must be 
horizontal integration of produc- 
tion activities at national levels and 
of sales and construction activities 
at local levels. Also there must 
be vertical integration between the 
national and local levels. 


National integration would be 
had through the Institute of Hous- 
ing Logistics; local integration, 
under the auspices of the retail 
lumber and _ building material 
dealer, and vertical integration 
through the joint action of the In- 
stitute and the various trade asso- 
ciations concerned with the pro)- 
lem. 


To avoid any questioning of the 
retail lumber and building material 
dealer as the integrating factor 1o- 
cally, it may be pointed out that 
this is made both necessary ard 
desirable by the physical plant fa- 
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vlities of the dealer for handling 
of the materials and equipment 
gowing into the individual house 
projects. There must be the closest 
cooperation between the dealer as 
the local “line” manager and the 
building contractor as the local 
‘staff? manager to achieve effi- 
ciency. 

So far we have organized, on 
paper, management control, both 
line and staff, of the production 
and delivery of a million single 
family homes to American consum- 
ers. Reviewing the personnel ele- 
ments, they are, the management of 
the Institute for Housing Logis- 
ties; the management of individual 
manufacturing operations produc- 
ing materials and equipment for 
the homes; the management of 
trade associations concerned with 
the problem; the management of 
local retail lumber and _ building 
material establishments and con- 
tractor-builder management of con- 
struction operations. 

Getting down to specifics, there 
are 25,000 retail lumber and build- 
ing material dealers in the coun- 
try. This problem involves the 
production and delivery of an aver- 
age of but 40 homes per dealer! 
It shows how simple this problem 
can be if the proper national inte- 
gration of logistics is had. Of 
course, an average of 40 homes per 
dealer is over-simplified. Probably 
1/5th of the dealers in the country 
would sell one to five houses, 1/5th 
five to 20 houses, 1/5th 20 to 40 
houses, 1/5th 40 to 60 houses and 
1/5th 100 houses or more each. A 
few metropolitan dealers and their 
contractors, 1,000 or more houses. 





DESIGN AND SPECIFICATION 

There is a national need for but 
three different specifications in the 
actual construction of one million 
homes. First, for the hot-dry area 
of the country, second, for the hot- 
humid area and third, for the cold- 
winter area. It can be determined, 
of course, more accurately, but 
Probably 100,000 of the million 
homes would be erected in the hot- 
humid area, 200,000 in the hot-dry 
area and as many as 700,000 in the 
cold-winter area. The size of the 
houses should be limited to three 
bedroom and one and one-half bath- 
rooms xs a maximum, and a single 
bedroom and bath as the minimum. 
At the start it could be assumed 
that the majority of the homes 
Would be in the two bedroom and 
one bath bracket. With ‘this limi- 
tation it would be possible to make 
4 gross material list for the one 
million homes that could be accu- 





rate within a twenty percent varia- 
tion. Some of the items in such 
a material list would be as follows: 

6 Billion feet 1” Sheathing 
Type Material of Wood, Fi- 
bre, Gypsum, Composition or 
others. 

3 Billion feet 2” Lumber or 
its equivalent in metal, joints, 
rafters, studs and plates. 

1 Billion feet of Finished 
Flooring, Wood, Fabric, Com- 
position or others. 

16 Million squares of Roofing 
Material, Wood, Asbestos, As- 
phalt, Metal or others. 

20 Million Squares of Siding 
Material, Brick, Wood, Asbes- 
tos, Metal or others. 

22 Million Windows. 

10 Million Doors. 

30 Million Squares 
Material. 

30 Million Gallons of Paints and 
Varnishes. 

And One Million Sets each of 
Plumbing, Heating, Electri- 
cal Equipment and Builders’ 
Hardware. 

The Industry Engineered Homes 
developed by the Manufacturer- 
Dealer Coordinating Committee of 
the Producers’ Council and the Na- 
tional Retail Lumber Dealers As- 
sociation could be a basic part of 
the program. As many as 150,000 
of these Industry Engineered 
Homes could go to make up the 
million. Instead of attempting to 
control the design of the other 850,- 
000 houses to be built, the Institute 
would limit its controls to room 
sizes, the three basic types of spe- 
cifications mentioned above, and 
numbers of rooms. The Institute’s 
engineering would strive for re- 
duced hours of skilled labor and 
simplified technical construction 
practices. 

With the engineering details es- 
tablished, the next step would be 
to secure specific requisitions from 
the 25,000 lumber dealers of the 
country. The program would be 
explained to them and they would 
be asked to call their contractors 
together and determine how many 
homes could be built in their area, 
assuming that the materials would 
be available. They might be asked 
to reconcile their requisitions with 
a tentative figure established for 
them, based on population studies 
by the Institute. It would be most 
important to establish definitely 
that local skilled labor was avail- 
able to construct the number of 
homes requisitioned. 

With the returns in from the 
dealers the Institute could build a 
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more accurate gross material list 
and then proceed to locate variable 
sources of supply. 

Here is where the manufacturers’ 
associations would be called in. The 
lumber manufacturers would be 
asked to organize to make avail- 
able on an area basis the billions 
of feet necessary to complete the 
million homes. This same proce- 
dure would be had with the other 
types of manufacturers of materials 
and equipment. In order to assure 
this production, of course, it would 
be necessary to de-control prices of 
items on the gross material list. 
Second, it would be necessary to 
work closely with the CPA in pro- 
duction allocations and control of 
the type of construction permitted. 
Third, and most important, it 
would be necessary to have a build- 
ing code moratorium for one year 
set up in the cities and communi- 
ties where these million homes 
were to be built. This could be in 
the form of a simple resolution 
passed by the local legislative bodies 
to waive building code restrictions 
for one year as long as the local 
houses complied with nationa} 
standards set up by the Federal 
Housing Administration. (Com- 
munities refusing to pass the reso- 
lution would be relegated to sec- 
ondary consideration.) 

With the engineering of the 
homes standardized and simplified, 
the flow of materials assured and 
the building code problem waived, 
the Institute personnel would have 
the sole remaining problem of trou- 
ble shooting. (We avoid the use of 
the word “expediting” because it is 
in so much disfavor at the mo- 
ment.) Naturally a program as in- 
volved as this will develop many un- 
foreseen problems and the staff 
would have to cope with these as 
they arose. However, with the as- 
sured cooperation of the production 
and distribution organizations in 
the industry, solution of each prob- 
lem should be assured as it de- 
velops. 

There are, of course, a thousand 
and one administration details to 
be covered, but this is neither the 
time nor place to do so. We shall 
rest our case with the statement 
that if the automotive industry can 
organize to produce five million cars 
per year, the radio industry mil- 
lions of units and the refrigeration 
and other industries similar rec- 
ords, there is no reason why the 
private light construction industry, 
with a proper plan of logistics, 
could not produce and deliver a mil- 
lion houses in the year 1947! 
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T HAS BEEN SAID that we owe 
our inventive genius first to a 
basic laziness that forces us to find 
ways of avoiding hard physical 
work, and second, to our consuming 
love for more profit. 

If this is true, perhaps it helps 
explain why field operations on 
farms were the first to be mech- 
anized. Certainly preparing the 
seed beds, cultivating and harvest- 
ing were back-breaking jobs before 
the advent of the machine. 

The first agricultural machines 
developed were crude and simple, 
but they withstood a great deal of 
abuse. The cast parts were extra 
heavy as their size was arrived at 


Gulding a 
Farm Machine Storage Shed 


Farmers indicate a need for new, remodeled machine and 
tool sheds which can be built from a variety of materials. 


By J. F. SCHAFFHAUSEN 


more by rule-of-thumb than scien- 
tific formula. Relatively few mov- 
ing parts were involved and toler- 
ances between these were wide. 
This made it possible to winter 
most of the equipment behind the 
barn or along fence rows with rea- 
sonable assurance that it could 
be put into working shape with- 
out too much effort when it was 
needed again. Under this condition 
a machine storage building was the 
exception rather than the rule on 
the average farm for a long time. 


RESEARCH DEVELOPMENTS 


DURING the past 15 years this 
picture has changed gradually. Re- 


MOST farmers like to know where things are. One sure way is to build a spare parts bin 
similar to the one shown in this picture. Saves worry and work. 
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search has improved the older ma. 
chines and developed new ones for 
almost every field operation. One 
man pick-up hay balers are smal 
and compact; corn and cotton pick 
ers are a reality and the all-crop 
harvester permits father and son 
to do the work of many men with 
comparative ease. 

However, these new machines are 
complex, precision units that re 
quire close adjustment for efficient 
operation. They must be sheltered 
from excessive dust and stored out 
of the weather if they are to con- 
tinue producing. As a result, more 
machine storage sheds and repair 
shops have been improvised during 
the war years than were built dur 
ing the preceding twenty years. 

The market is far from being 
saturated and there is bigger de- 
mand for machine sheds and work- 
shops than for any other type of 
farm structure. A recent survey 
run by Agricultural Associates 
among 16 mid-west and southern 
states indicates that one of every 
15 farm owners either plan to 
build a workshop or storage shed 
or to improve the old one they are 
using. Out of this group, one oul 
of every four jobs will be a remod- 
eling job, placing special emphasis 
on the repair shop. 








More space is desired here 80 
that power tools can be accommo 
dated without crowding the repall 
area. A parts room, fitted with bins 
for parts and drawers for nails and 
screws is on the list of 73 percent 
of the farmers. Most famers fee 
that the inside walls of the repall 
shop should be finished of* and 41 
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MEASUREMENTS, materials and otiver detail 
of a@ proposed machine shed and workshop 
are outlined in this drawing opposite. It 
be noted that the storage space has an eorth 
floor. Some farmers want the storage foo 
paved. 
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percent want the walls and ceil- 
ing of this repair shop insulated. 
ENCLOSED STORAGE SPACE 

EIGHTY-ONE percent of these 
answering the questionnaire are 
agreed that the storage space 
should be enclosed to keep out dust 
and rain. They are about equally 
divided on whether or not paving 
the floor in the storage building is 
essential. Some point out that rub- 
ber tired equipment should be 
jacked up in storage to take the 
weight off the tires, so this pre- 
cludes the need for a hard surfaced 
floor. Still others think that an 
oiled earth floor that keeps down 
dust is sufficient. They unani- 
mously favor a smooth concrete 
floor in the workshop however, and 
point out that it should be pitched 
to drain toward the entrance door. 

There is general agreement that 
the storage shed should be compact, 
and preferably equipped with slid- 
ing doors that are arranged so two 
sections of the storage building can 
be opened at one time. Where the 
existing layout of the other farm 
buildings permits, it is desirable to 
provide sliding doors for one or 
two storage bays, too. This will 


ONE corner of this compact workshop illustrates how ample provision has been made for natural 
lighting with two sizeable windows behind the work bench. 
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permit driving through the build- 
ing and make it easier to handle 
certain pieces of equipment. Fifty- 
six percent of the farmers answer- 
ing said they preferred a building 
without posts in the center of the 
storage area. However, if elimi- 
nating the posts meant extra con- 
struction costs, most of the farmers 
desiring a 24-foot wide building 
preferred to have the posts and 
spend the extra money on other 
features. 

DEPTH REQUIRED 


JUST how deep a farm machine 
storage building should be for the 
most economy in usage and first 
cost depends to a large extent on 
the individual needs of your cus- 
tomer. The survey indicates that 
24 feet is about right for most 
farmers. Out of 656 reporting only 
122 wanted a deeper building; 14 
wanted 26 feet; 17 required 28 
feet; two wanted 30 feet; 22 pre- 
ferred 32 feet and 18 thought they 
needed 36 feet. Fifty-three of the 
656 farmers were not sure what the 
best depth would be; while 27 
thought 18 or 20 feet was deep 
enough. 

Three of the 18 who wanted a 
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36 foot wide building indicated the 
reason this width might be more 
practical, was that they would be 
able to convert it to other seg at 
a later time if that should prove ty 
be necessary. One farmer wanted 
to use one end of his 36 foot wide 
machine shed as an isolation pen 
for his dairy cattle. 
ARCHITECTURAL TREND 

THE trend in architectural pref. 
erence is decidedly toward a lower 
style of building. Four hundred 
and seventy-nine farmers wanted 
as much waste overhead space 
eliminated as possible. Sixty-one 
wanted a cylindrical roof structure, 
as they felt that it resisted wind- 
storms better. Eighteen wanted a 
fiat roof building and the rest had 
no particular preference. 

On the question of when they 
would like to build 213 said late 
fall or early spring; 107 answered 
the summer of 1947; 139 the fali 
of 1947. One hundred and six 
wanted to start construction as fast 
as materials were available; 83 had 
orders placed for materials and 
eight didn’t know. 

Out of the group 181 plan to 
erect the building themselves; 125 
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will hire day labor to help out and 
193 will try to contract the project. 
One hundred and fifty-seven are 
undecided on how they will do the 
work. 
ALTERNATE MATERIALS 

SINCE most farmers have made 
up their minds as to the type of 
material they want to use in their 
building, the big problem that all 





FAVORED CONSTRUCTION 


1. What type of wall construc- 
tion do you prefer? 


a. Cement or cinder 


eee ret 118 
b. Steel frame .......... 37 
G. Tike of Gtiek.....6.625. 47 
d. Wood post and dirt. .207 
© Wood etude .......... 172 
f. No preference ....... 73 
g. Didn’t answer ........ 2 


2. What type of exterior wall 
finish do you prefer? 


a. Aluminum sheets .... 2 
i PR 5 oo wees es 63 
c. Cement or cinder 

No oiccatéccisiaiass sicaene akon 111 
er 11 
e. Sheet metal (galvan- 

MI excnahar claro eesa orci 139 
t. Tite of briek......... 52 
g. Wood siding ......... 167 
h. Whatever is available. 92 
i. No preference ........ 19 


3. What type of roofing do 
you prefer? 


a. Aluminum sheets .... 5 
D. PORONOO og ec ccccss 87 
c. Asphalt shingles ..... 93 
d. Metal roofing ........ 128 
OM ice Te 4 
f. TRO POCUMNE, . 2.5 cess 39 
g. Wood shingles ....... 181 
h. Whatever is available. 99 
i. No preference ....... 7 
j. Didnt answer ........ 13 











dealers will face is how to encour- 
age alternate materials or say no 
without losing the customer’s good- 
will. One way that this can be done 
is to show the customer that you 
are really interested in his problem 
and want to serve him to the best 
of your ability. You can demon- 
strate your sincerity by providing 
him with the latest data on building 
layout and making plans available 
for different types of structures. 

Contact your material suppliers 
and ask them for plans; see your 
county agricultural agent and have 
him supply you with a set of the 
Nxtension Service plans. If you 
can collect five or six different lay- 
outs and designs to show a cus- 
tomer, he can select the one that 
will suit his needs. Or you and your 
customer can select a design that 
is suited to the materials that you 
can supply. 
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COVERING second story windows similar to the ones at the left, this effective paneled store 
front still left room for an expanse of display windows. 


Wood-Paneling Used for 
Modern Store Front 


N UNUSUALLY effective store 
front was designed and built 
in Eugene, Ore., through the use 
of wood paneling for a display sign. 
The owner of the store wanted 
to modernize the front of an old- 
fashioned, three-story, concrete 
building. At the same time he 
wanted the cost low, a maximum 
amount of display window and a 
good-looking sign that would at- 
tract attention. 

In deciding to experiment with 
modern pine siding, the builder ac- 
complished two things. He drew 
on material which was plentiful in 
the state and he satisfied the exact- 
ing requests of his client. Not only 
was the remodeled building front 
inexpensive, but it was different. 
It caught the eye immediately, and 
it could be seen for several blocks. 

By making some alterations in 
the windows and doorway, the de- 
signer found he could use a wood 
area of 914x33 feet and still leave 
ample display frontage. 

A pleasing and unusual effect was 
obtained by placing the beveled pine 





siding vertically. The wood surface 
was finished with a linseed oil base, 
topped with two coats of spar 
varnish. This gave a natural ap- 
pearance and insured adequate pro- 
tection against weather. 


Large letters, carved of wood and 
painted red, were superimposed on 
the wood surface. Fastened to the 
paneling by means of metal hooks, 
these letters project two inches 
beyond the face of the building. 


Finally, the wood surface was 
bordered with a double row of 
flashing neon tubing in power blue 
and daylight white. 


The cost of the unit was under 
$1700. This figure includes altera- 
tions in the original window and 
doorway arrangement; application 
of the pine siding; painting and 
finishing the wood surface; carv- 
ing, finishing, attaching the letters 
and installation of the neon tubing. 

For this store sign knotty pine 
was used, but effective store fronts 
can be made with whatever wood 
is available in each dealer’s section. 
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Odd-Job Department 


Shows Real Profits 


Experience of an Illinois dealer indicates willingness to do 
a small job promptly is a stepping stone to bigger business. 


H°w TO MAINTAIN profitable 

business relations with old 
customers and make contact with 
new customers in time of materials 
scarcity has been a problem of most 
retail dealers. 

The Rockford (Ill.) Lumber and 
Fuel company solved this problem 
by offering a new type of service 
which goes by the name of Call the 
Wagon. 

Dozens of small jobs fall into this 
category. In the first eight months 
of 1946, the Rockford concern han- 
dled more than 200 jobs ranging in 
cost from $1.50 to $500 and in vari- 
ety from porch enclosures to back 
step repairs. 


STARTED IN 1942 

WHEN Rockford Lumber and 
Fuel first started the service in De- 
cember, 1942, it was intended to 
bridge the gap between the time 
when there was a great scarcity of 
materials into the period of plenty. 
However, this department has 
proved its worth so completely that 
it is planned to keep it on a perma- 
nent basis. 

That the Call the Wagon depart- 
ment may well become a profitable 
branch of the company’s organiza- 
tion, James Thomas, vice president 
of Rockford Lumber and Fuel, will 
not deny. However, he does not ad- 
vise a dealer to start this service 
with the idea of making money out 
of it. 

Primarily, these jobs are consid- 
ered as good service and good ad- 
vertising, aside from what profit, if 
any, they may show. 

“These jobs are all profitable in 
themselves,” says Mr. Thomas, “but 
if charged against their share of 
the overhead they might not hold 
their own from a profit angle.” 

Although no record has been kept 
to determine exactly how this phase 
of the business stands on the books, 
a strict accounting of this angle of 
the business will be maintained 
starting in January, 1947. Thus far 
the details of each job are made 
available by the work order issued 
on it. 

Two men are needed for this 
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type of work, Mr. Thomas believes. 
One man should be available to 
work on a job, leaving another free 
to travel to a new assignment by a 
truck especially assigned for that 
purpose. 

For these diversified jobs, Rock- 
ford Lumber and Fuel is fortunate 
in having an all-around mechanic, 
Hoyt Brown, who is assisted by an 
apprentice. Mr. Brown is both a 
carpenter and a cabinet maker. His 
experience includes three years in 
a cabinet shop and association with 
his father in the general contract- 
ing business; so he is well versed 
in general construction. He has a 
good knowledge of cement and 
mason work as well as carpentry 
work. 

The company has made the job as 
attractive as possible for their me- 
chanic by placing him on an annual 
wage. No time is deducted for sick 
leave or holidays and there ‘is al- 
ways enough work available in the 
shop if the weather prevents on-site 
assignments. 


SERVICE IS ADVERTISED 

THE service is advertised daily 
under the simple heading Call the 
Wagon in the building materials 
department of the classified ad sec- 
tion of the local newspaper. Occa- 
sionally a slightly larger ad is run 
on a news page with the text, Call 
the Wagon for Prompt Attention to 
Repair Jobs. 

These are some of the jobs that 
have resulted from this advertise- 
ment: repairs on blinds; repair 
work on garage doors; new ironing 
board to fit metal arms; roof re- 
pairs; cabinets for phonograph rec- 
ords; mail slot for front door, etc. 

“As a general thing,’ added Mr. 
Thomas, “it is the policy of the 
company not to take a job that will 
tie up the Call the Wagon depart- 
men for several days at one time. 
We want it to be free to take of jobs 
fairly promptly. Most jobs do not 
run more than two days, the major- 
ity of them less. This department 
cannot work to the greatest effi- 
ciency with one man. The ideal sit- 
uation is to have one man working 
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on a job with a second man free to 
go elsewhere as the occasion de- 
mands. 

“Today, for instance, we have 
one man working on a large special 
order here in the shop while our 
second man is taking care of calls 
that come in.” 


SPECIAL TRUCK 


THE truck that was adapted for 
this work was a three-quarter-ton 
pickup. The box section of the truck 
was replaced with a platform, mak- 
ing it possible to carry gravel, 
cement and a small jag of lumber. 
Appropriately, the cab is labeled 
Call the Wagon and carries the 
firm’s street address and telephone 
number. 

A hook has been installed at the 
rear of the truck so that it is pos- 
sible to haul a cement mixer. Since 
it was found that a good many of 
these odd jobs require the use of 
cement, arrangements were maue 
for this towing device. One man 
can now perform the whole opera- 
tion without the necessity of call- 
ing another mechanic. 


NEW CUSTOMERS ADDED 


RECORDS show that Call tie 
Wagon service is responsible for a 
number of the company’s new cus- 
tomers. One insurance company, for 
example found that the Rockfoid 
Lumber and Fuel company could 
promptly repair wind-damaged 
buildings. Consequently, roof re- 
p2irs have constituted one of tie 
major items of this department. 

As the result of his company's 
experience, Mr. Thomas recom- 
mends Call the Wagon type of busi- 
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Most of the ads are headed by a 
striking phrase designed to catch 
the eye of the reader. Examples: 
There’s Money in Hogs for an ad- 
vertisement of a farrowing house. 
Clean Floors the Easy Way to ad- 
vertise a floor cleaner. 

Others, such as Paint Your Win- 
dows and Varnish Your Floors are 
aimed to attract the attention of 
feminine readers. 
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Regional Associations Launch Publicity 
Drive Against Public Housing 








Utilizing campaign literature made available 
by NRLDA, building material retailers intend to 
place true building picture before the public. 








ONVINCED that now is the 

time to act to prevent the pri- 
vate building industry from being 
entirely overrun by the govern- 
ment, many of the regional lumber 
dealer associations in cooperation 
with the National Retail Lumber 
Dealers association, are launching 
a nationwide publicity drive at the 
dealer level. 

In letters addressed to members, 
many association secretaries are 
advising that full use be made of 
the campaign kit with material for 
radio, newspaper advertising, news- 
paper publicity and other media. 


FACING THE FACTS 


SECRETARY Don S. Montgom- 
ery of the Wisconsin association 
states the case frankly: “If you 
don’t want price control on build- 
ing materials even after OPA is 
finally eliminated; if you want 
OPA to expire by June 30, 1947; 
if you are opposed to a Federal 
bureaucracy that can tell you when 
you will build and when you cannot 
build; if you want to stop taxes 
from mounting higher and higher; 
if you would like to keep the right 
to bargain with your employees on 
the amount you can afford to pay 
them—then you and every lumber 
dealer have a fight to win in your 
own home town.” 

Dealers are reminded that the 
OPA battle, the W-E-T bill and the 
NHA program will not be won or 
lost in Washington. These battles 
will be won or lost in the thousands 
of small towns around the country. 

“If lumber dealers in those towns 
cannot make their own neighbors 
believe in them and in their story, 
there is no association or organiza- 
tion in Washington, D. C., that ean 
sway these legislators because the 
people who can sway these legisla- 
tors’ minds reside in those small 
towns.” 

A five-point campaign has been 
developed for the local lumber 
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dealer. Basis of the entire dealer 
effort is a series of campaign kits. 
Copies of these kits will be sent to 
each member every two weeks un- 
til the campaign is over. All kits 
have been designed for use before 
Nov. 5. Each kit will contain the 
same amount and type of material, 
but each kit will cover a completely 
different subject. 


CONTENTS OF KIT 


CONTENTS of each kit will in- 
clude materials for radio, news- 
paper advertising, newspaper pub- 
licity stories, brief paragraphs for 
newspaper and radio spot news; 
also a complete speech outlining the 
lumber dealers’ position on the 
housing phase covered by the kit 
and a four-page folder designed to 
be used by women’s clubs, civic or- 
ganizations, luncheon clubs, etc. 

The title of campaign kit No. 1 
is, Is America Being Scuttled? 
Some Straight Answers to Wash- 
ington Gobbledegook—use them! 
In this kit is a four-page letter 
size folder of short paragraphs for 
newspaper and radio use. Kit No. 
1 is designed to tell the facts about 
the cost and inefficiency of the Na- 
tional Housing administration. 

It includes two newspaper ads en- 
titled Shall We Take Your Money 
to Build My Home? and The Land 
of the “Free.” The text of the ads 
tell the truth about the W-E-T bill 
in layman’s language. 


NEWSPAPER RELEASES 


ALSO in this kit are two news- 
paper releases entitled Hidden Cen- 
sus Housing Survey Blasts NHA 
Stand and W-E-T Bill Merely Re- 
places Homes, but Home Shortage 
Remains; a 35-minute talk for lum- 
ber dealers’ use before service clubs 
and similar organizations entitled 
Why Pay Twice for Public Hous- 
ing? This speech tells the story of 
CIO activity in support of public 
housing and in support of prefab- 
ricated housing. 


A folder entitled Who’s Home 
are You Buying? is included in Kit 
No. 1. This folder, which is in- 
tended to be sent in quantities to 
laymen, explains some of the little 
known facts about NHA. Folder 
No. 2 entitled Will Ceiling Prices 
Put a Roof Over Your Head? con- 
nects OPA to the housing picture. 
Folder No. 3, What is Happening 
to Home Costs? tells how taxes 
have increased home costs. Folder 
No. 4, Jf You Plan a Home, Where 
Will Your Money Go? tells why 
home costs have risen over the past 
50 years and tells the reader where 
his money goes that he pays out for 
a house. Folder No. 5, More Gov- 
ernment or Lower Home Costs? 
points out how government policies 
not only have been responsible for 
increased home costs but how, if 
continued, these same government 
policies may lead to disastrous in- 
flation. 


FOUR OTHER KITS 


IN ADDITION to the NHA kit 
described above, there are four 
other kits. Kit No. 2 will tell how 
the OPA is blocking home build- 
ing. Kit No. 3 will deal with taxes 
and government employment and 
explain how these two factors have 
raised home building costs. 

Kit No. 4 will deal with the 
economics of home construction, 
home buying and owning and will 
connect the consumer’s dollar to 
the various elements that go to 
make up a home. Kit No. 5 will con- 
nect present government policies in 
several agencies to the trend toward 
inflation. This kit will also show 
why low-cost housing and adequate 
housing cannot be expected if the 
government continues to operate as 
it has in the past. 

With this material it is be- 
lieved the local dealer can win his 
own battle. The national associa- 
tion has furnished the ammunition. 
It is up to the dealer to fire it. 
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MAIN yard of the Young Lumber company, Yakima, Wash. The permanent exhibit of prefabricated 
buildings is shown at the left of the picture. The sign in front of the building is of a house outlined 
in neon lights with the lettering “Visit the sample houses.” 


Dealer Starts New Prefab Plant 


OR TEN YEARS the Young 

Lumber company, Yakima, 
Wash., has been building prefab 
structures. Now, culminating these 
years of prefab experience, the 
company announces the acquire- 
ment of a ten-acre tract of land on 
which will be located the company’s 
new prefab factory. 

Located about three miles from 
Yakima, a level, open tract of 
ground is the locale of the new 
Young Lumber company factory. 

A 100x120 foot building is near- 
ing completion at the factory site. 
This first building unit, according 
to Fred Young, co-opener of the 
company, will be increased in area 
until the entire prefab production 
will be completed within the con- 
fines of this one structure. 

The production line will go 
through the saw shed in which the 
various section assembly units will 
be precut; the assembly area where 
the jigs will form the sections, and 
thence to the paint shop and stor- 
age area. A hoist system is to be 
used to facilitate the transport of 
material from one department to 
the other. 

first production schedule calls 
for the building of two types of 
cabins, but this new prefab plant 
will build anything in prefab con- 
struction, farm and orchard cabins, 
poultry and other farm buildings, 


multi-room homes, and even indus- 
trial trusses and various types of 
engineering production. The pres- 
ent Young Lumber company factory 
at the main yard in Yakima will 
probably be converted to a straight 
retail sales yard with all prefab 
production carried on at the new 
factory. 

It is believed that a crew of 100 
to 150 men will be employed at the 
factory, all contingent upon ma- 
terial availability. The factory lo- 
cation is adjacent to railroad track- 
age, and a spur track is to be laid 


_ within the ten-acre site beside the 


main production building. 

Factory distribution plans call 
for unlimited shipment of the pre- 
fab products. Yakima valley needs 
will be taken care of first, then a 
statewide distribution campaign 
will be inaugurated, followed by a 
two or three-state distribution 
schedule, and then a national cam- 
paign. 


BUILDING CEMENT PLANT 


In addition the company is build- 
ing its own cement plant. Thus a 
one-stop building service is offered 
the consumer by the Young Lumber 
company. A ready-built house or 
other building is offered with fac- 
tory-to-owner transportation at no 
charge within a ten-mile radius; a 
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complete foundation of either 
ready-mixed concrete or concrete 
blocks can be secured to set the 
building upon and a complete line 
of builders’ hardware and lighting 
fixtures and supplies are available 
to finish the house. In the past three 
years, it is estimated that approx- 
imately 3000 prefab units, includ- 
ing homes and farm structures have 
been sold by the company. 

At Young’s there is no labor- 
management problem. A _ profit- 
sharing program between company 
and employees is in effect. The 
newest employee has an_ equal 
chance with the veteran worker to 
offer a working idea, and if his idea 
is better than the veteran’s, the 
new employee’s idea is put into op- 
eration. This has meant increased 
and better production. 

The idea behind the Young Lum- 
ber company prefab construction is 
to provide a definite service to that 
group of people who cannot afford 
the services of an architect and who 
are not within the $5000 home 
range. 

Management of the new Young 
Lumber company prefab factory 
consists of Fred Young, general 
manager of the entire Young or- 
ganization; Homer F. Rushmore, in 
charge of factory production; Paul 
A. Cook, salesman and Roland Tesh, 
factory office manager. 
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Population Study Discloses Real 


Reasons Behind Housing Shortage 


By W. C. BOBER* 





HE MAJOR factor in new 

home building in this coun- 

try, so far, has always been new 

families. Therefore, the marriage 
rate is of vital importance. 

In the prosperous Twenties, from 
1922 to 1929, marriages averaged 
approximately 1,200,000 per year, a 
rate of about 10.3 per thousand. 
Then came the depression and the 
bottom nearly fell out of the mar- 
riage market as the number de- 
clined to 982,000 in 1932 and the 
rate to 7.9 per 1,000, the lowest 
level to which the marriage rate has 
descended in any year for which 
we have reasonably accurate rec- 
ord. 


MARRIAGE BACKLOG 


HENCE the depression pro- 
duced, together with many other 
backlogs, a backlog of marriages. 
There was a delay in new family 
groups that was by no means made 
up during the early recovery years. 
Marriage recovery, it is true, be- 
gan in 1934 and rose to a rather 
high level in 1937. In the six re- 
covery years, 1939-1945, the aver- 
age number of marriages was l,- 
350,000, a considerable increase 
over the Twenties in an absolute 
sense. 

But the population from which 
marriageable persons are drawn 
was larger in the Thirties and a 
greater number of marriages was 
therefore to be expected in any 
case than in the Twenties. 

The rate per thousand tells a 
more significant story. The rate of 
marriages in the recovery thirties 
was only 10.6 per 1,000 as against 
10.3 in the Twenties. There was 
no such large consummation of 
marriages up to 1939 as is often be- 
lieved. The fact is rather that the 
depression backlog of postponed 
new families had not been fully 
made good at the time we reached 
the year 1940 when, for the first 


*W. C. Bober, an economist for Johns- 
Manville, has studied population trends in 
the United States. Conclusions from his 
study are incorporated in this address 
originally delivered before the Conference 
of Business Economists. 
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time, national income was impor- 
tantly influenced by expenditures 
connected with the war. 

From 1940 on, one of the most 
striking features of the economic 
scene was the unprecedented climb 
in national income, accompanied by 
the rapid liquidation of unemploy- 
ment and a growing sense of secur- 
ity on the part of great numbers of 
people regarding their jobs and in- 
comes. 

This established a climate that 
was propitious for marriages. The 
number rose rapidly to an all-time 
peak of 1,758,000 in 1942, a rate 
of 13.1 per 1,000. From 1940-1945, 
marriages averaged 1,560,000 as 
against only 1,200,000 in the Twen- 
ties and the rate per thousand 
reached the highest level of which 
we have record. 

Of course the exciting emotional 
atmosphere of wartime and the 
draft played their full part. Yet, it 
is quite obvious that the enormous 
rise in national income from 70 bil- 
lions to 160 billions in the war years 
from 1940 to 1945 would in any 
case have stimulated the marriage 
rate to a level far above that of the 
Thirties. 


1937 PREVIEW YEAR 

THE year 1937, before there was 
any thought that we would become 
involved in war, gave us a preview. 
In that year, the peak of pre-war 
prosperity, the marriage rate rose 
to a higher level than at any time 
in the Twenties. In 1941, the first 
year the national income _  ap- 
proached the 100 billion mark and 
with the draft already operative, 
the rate rose still higher and there 
were 450,000 more marriages than 
in 1929. 

Without wishing to minimize in 
any way the housing demand that 
has naturally resulted from mar- 
riages of men in the armed services, 
it is necessary to emphasize that 
the total aggregate present demand 
for new homes is a more complex 
matter, heavily swollen by civilian 
demand resulting from civilian 
marriages—partly depression back 
log and, to a greater extent even, 





the result of bigger incomes and 
sater jobs as national income rose 
to heights unprecedented. 

The tide of new family formation 
began to rise as the deep depression 
years were left behind and recovery 
got underway and it reached flood 
proportions as recovery changed 
into war prosperity. Thus the de- 
mand for housing has been building 
up steadily not merely since 1940 
but since 1933. It has shown a 
rapid pickup since 1940. 

Accompanying the marriage 
boom there developed, very natu- 
rally, a boom in births. Newly- 
married families, whether’ the 
father was in the armed forces or 
in a well-paying warplant job, be- 
gan to have children early in the 
war years. Married couples that 
had been childless all during the 
depression and early recovery years 
felt they could now afford to have 
children as unemployment vanished, 
jobs became secure and incomes 
rose rapidly. 

It is an axiom in the calculation 
of housing demand that when large 
numbers of previously childless cou- 
ples suddenly decide to have chil- 
dren or when families with only 
one child decide to have more, the 
demand for new houses suddenly 
takes on something of the nature 
of an emergency aspect. 

In 1944, births rose for the first 
time in our history to the three- 
million mark and the rate per thou- 
sand which had dropped to around 
16 in 1933 rose above 21 per thou- 
sand in 1942, 1943 and 1944. This 
is a rate that we had not experi- 
enced since the Immigration Quota 
act of 1924 began to affect the vital 
statistics. 


BIRTH RATE RISING 


IT WAS no surprise to the ex- 
perts in study of populations that 
the birthrate began to mount in 
1940, but they expected a sharp 
compensating drop after the peak 
in Oct. 1942. The surprising thing 
was that this drop did not maie- 
rialize. On the contrary, the birth 
rate was higher in 1943 than in the 
preceding year, rose still further in 
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1944 and declined only a very little 
in 1945. 

As millions of young married 
men were abroad in those years, ci- 
vilian fathers in good war jobs ap- 
peared to have done their full share. 
Therefore, one must not ascribe too 
much of the present housing de- 
mand to ex-Gls. 

When the results of the popula- 
tion census of 1940 were made pub- 
lic, the belief was almost universal 
that the country was heading 
rather rapidly toward a stationary 
and ultimately declining population. 
The most striking feature of that 
census had been the schedule of fig- 
ures showing that the number of 
children below 10 had actually de- 
clined by approximately 2,000,000 
in the period between 1930-1940 
and the National Resources Plan- 
ning Board envisaged a probably 
further decline by 1950. A com- 
monly quoted estimate was that 
there would be about 21,500,000 
children under 10 in 1950. 

Today, as the result of the boom 
in marriages and births, it is likely 
the number will be around 27 mil- 
lion in 1950. Thus, the country 
will probably have about 5% mil- 
lion more children under 10 in 1950 
than had generally been estimated 

in 1940 after the census figures 
were published. 

This single fact will not only in- 
fluence the demand for housing a 
quarter of a century ahead, but has 
an immediate present-day effect as 
the tendency of growing families is 
to seek housing accommodation 
with more space and in sections 
further from the center of cities. 


UNEXPECTED HAPPENED 


THE unexpected has happened in 
the sphere of population and hence 
in the sphere of housing demand. 
We seemed to have reached our 
maximum population growth in the 
decade of the Twenties with an in- 
crease of 17 million people. Then 
came the 1940 census which was a 
bombshell to all but the initiated as 
it showed that population growth 
in the decade of the Thirties was 
only nine million. For the decade 

the Forties only eight million 
Was estimated. 

‘hen came the war and the un- 
precedented rise in national income. 
There followed the marriage boom 
anid the birth boom and now it is 
clear that instead of increasing by 
chiy eight million in the decade of 
the Forties, the American popula- 
tion has already increased approxi- 
mately that much in the half dec- 


ade from 1940 to the end of 1945. 

The unusually large excess of 
births over civilian deaths—the re- 
sult of an unusually high birth rate 
much longer sustained than was 
generally expected and a surpris- 
ingly low domestic death rate, to- 
gether with smaller war casualties 
than had been expected, promises 
to give the decade of the Forties 
an addition to the population not 
so very far below the all-time rec- 
ord increases of the Twenties. 

This increase is overwhelmingly 
due to the addition of young chil- 
dren and not to the addition of 
large numbers of immigrant adults. 
Hence the effect of an addition of 
these new millions to the population 
in the Forties will not have the 
same effect on housing demands as 
the 17 million in the Twenties. The 
immediate effects not so great, but 
an increase in the size of the fam- 
ily, plus higher family income, pro- 
duces almost immediate demands 
for more space. 

The present demand for homes 
is, however, not solely a matter of 
the increase in general of the pop- 
ulation and national income. If the 
increases were evenly distributed 
over the country, the established 
setup of the building industry could 
cope with the suddenly increased 
housing demand without too much 
difficulty. But when people move 
in huge numbers to certain rather 
narrowly restricted metropolitan 
areas, often bringing their fam- 
ilies with them, the increased de- 
mand for housing becomes highly 
concentrated and results in the 
acute, although relatively localized 
shortages we see today. 

With the expansion of the war 
industries, population movement 
within the U. S. broke all records. 
In general, the direction of civilian 
migration was much the same as in 
earlier years—from South to North 
and from East to West—but the 
volume was far greater than before 
1940. 

Civilian migration plus the move- 
ment of men into the armed forces 
is estimated to have reached about 
27 million during the war years. 
Much of the wartime migration was 


a movement of entire families and 
at least half the civilian migrants 
were women. 


FARM TO CITY MIGRATION 


THE movement of persons from 
farm to urban areas has been very 
great and this movement has al- 
ways been a highly important fac- 
tor in housing demand. There were 
more persons of working age liv- 
ing on farms in 1940 than 10 years 
earlier in spite of the rapid prog- 
ress during the Thirties in the 
mechanization of agriculture. The 
farms, therefore, offered a large 
source of ready migrants as soon 
as non-farm jobs became abundant 
during the war. 

In addition to the 1,850,000 men 
who left the farms to enter mili- 
tary service, it is estimated that 
there is a net loss of over five mil- 
lion persons from the farm popula- 
tion through civilian migration to 
the cities between 1940-1945. How 
successful they will be in finding 
permanent jobs, no one can tell as 
yet. 

As we all know, our capacity to 
produce housing is sharply limited 
today by inadeauate manpower, es- 
pecially skilled labor of certain 
kinds, by low labor productivity and 
a highly unrealistic OPA price pol- 
icy which is only very slowly being 
straightened out. 

Nevertheless, slowly but gradu- 
ally, unless strikes reduce us to 
chaos, we will climb up into a much 
higher production volume of build- 
ing materials and homes. In 1925 
we produced without difficulty al- 
most one million homes. These, on 
the average, were almost one-third 
larger than the very small homes 
that were so common between 1937- 
1941. 

Today, with even smaller homes, 
the performance of 1925 is almost 
equivalent to 1,400,000 present-day 
homes in square footage and cubic 
contents and factory capacity to 
produce building materials has 
greatly expanded in the last 20 
years. 


PROFIT MOTIVE NECESSARY 


I HAVE full confidence that if 
the brakes were taken off initiative 








Veteran only one factor. Boom in civilian marriages 
and births, inflated wages and job security, plus a 
depression backlog for new homes, are vital causes. 
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and the profit motive in the build- 
ing industry, and after sufficient 
human reconversion so we again 
get a normal output per man hour 
off and on the site, that we would 
be physically able to build 114% mil- 
lion homes per year without diffi- 
culty. 


The spectacular rise in building 
costs and the inflation of land 
values have, very naturally, re- 
ceived a great deal of publicity. 
But these phenomena are results 
that could very easily have been 
foreseen. What did anyone expect 
when national income more than 
doubles, when millions of veterans 
can build without down payments, 
when families by the tens of mil- 
lions for the first time in their lives 
find themselves with savings and 
incomes to build, not at present-day 
prices, but at prewar costs and 
prices, when family formation runs 
at unprecedented levels and the sup- 
ply of material and really produc- 
tive labor is still extremely low? 

A great many of these millions of 
families that were never able to 
build before, still have, psycholog- 
ically, a 1940 $5,000 house in the 
back of their minds. In reality they 
are in the market for that kind of 
a house at that price. 

But faced by a sharply subnor- 
mal, even if temporary capacity to 
produce housing, the building in- 
dustry as by an involuntary and 
automatic reflex protects itself 
against this huge inflated demand 
for housing by inflating and raising 
its price. Almost invariably, there- 
fore, the $5,000 house of 1940 now 
costs $10,000 and would cost more 
if the quality were as good as then. 


HIGH COSTS EXPECTED 


IT MAY be deplorable or not, 
according to how you look at it, 
that the cost of housing has risen 
so high. But only a miracle could 
have prevented it and miracles 
don’t happen in economics. 

When housing costs are ulti- 
mately back to what we call a nor- 
mal level—whatever that will be— 
we can be assured that the present 
inflated demand will have been 
squeezed down to a workable normal 
level. 

No conceivable government in- 
tervention can work the miracle 
of providing homes to satisfy the 
inflated demand of 1946 at a price 
anywhere near that of 1940. 
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Cats Convene Nationally 


Don Montgomery turns over office as 
Snark cf the Universe to Ray Saberson 


ITH HIS EMBALMING at 

the 55th annual meeting of 
the International Concatenated 
Order of Hoo-Hoo, Don Montgom- 
ery 30285 retired after five years 
as Snark of the Universe and be- 
came the 39th Rameses. 

Ray E. Saberson 12075, trade 
promotion manager of the Weyer- 
haeuser Sales company, St. Paul, 
Minn., was elected Snark of the 
Universe at the September 9 meet- 
ing in Washington, D. C. 

Mr. Saberson, who was keynote 
speaker of the convention, has been 
a member of Hoo-Hoo for 25 years 


RAY E. SABERSON 12075, elected Snark of 
the Universe at the recent national convention. 


and been very active in the Twin 
Cities chapter. He has been a sen- 
ior officer several times and spoken 
to chapters all through the United 
States and Canada. A _ prolific 
writer on lumber and merchandis- 
ing topics, he has been in the lum- 
ber business most of his life, the 
last twenty years with the Weyer- 
haeuser company. 

Mr. Montgomery is secretary of 
the Wisconsin Retail Lumbermen’s 
Association, one of the best known 
secretaries in the United States. 

In speaking to the group Mr. 
Saberson warned mills against buy- 
ing yards and yards against buy- 
ing mills to get around various 
government regulations, because of 
the danger of loading up with a 
business the owner does not really 
know. 

“There is nothing that can eat 
up the profits of a good retail lum- 
ber business so fast as a sick saw- 


mill, operated by a man who is not 
an experienced sawmill man,” he 
said, “and there is nothing that 
will consume the 
profits of a 
good, success- 
ful sawmill so 
fast as a_ sick 
retail lumber 
business, oper- 
ated by a man 
who does _ not 
know retailing.” 

He did not 
hazard a guess 
as to how soon 
there will again 
be more lumber 
for the market 
than is needed, but he said the time 
was coming. But not until then, 
he said, will lumber grades snap 


BEN F. SPRINGER 
34265, international 
secretary of Hoo-Hoo. 


DON MONTGOMERY 30285 who has been 
Snark of the Univers2 for the past five years. 


out of the demoralized condition 
into which they have been thrown. 

Other members of the Supreme 
Nine elected and re-elected at the 
meeting are Senior Hoo-Hoo- Hal 
R. Dixcn 44245, Spokane; Junior 
Hoo-Hco — Joseph C. L. Evans 
42658, Buffalo; Scrivenoter—(liff 
E. Roberts 37744, San Diego; Bo- 
jum-——Charles W. Goodrum 20918, 
Kansas City; Jabberwock — Stan- 
ley F. Horn 23839, Nashville; Cus- 
tocatian—E. W. Kettlety 29209, 
Chicago; Arcanoper — Martin J. 
McDonald 27358, Port Arthur, On- 
tario, Canada; Gurdon—Martin T. 
Wiegand 44882, Washington, D. C. 
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As a special reader service to subscribers, we 
have invited Norm Advertising, Inc., to conduct 
a regular advertising and promotional clinic in 
these columns each month. Because this agency 
has won coast-to-coast recognition as an author- 
ity on retail lumber advertising and merchandis- 
ing, this new feature promises to be a stimulat- 
ing source of practical ideas—The Editors. 








OW TO GET the most for your advertising dol- 

lars—-how to plan an effective public relations 
campaign—how to get more free publicity—how to 
make your displays work harder for you—how to 
combat price-cutters ... these are just a few of the 
specific problems that will be analyzed in your Profit- 
Making Forum sessions. 

No single session will be devoted entirely to one 
phase of advertising or promotional work. Instead, a 
variety of problems will be spotlighted each month, to 
help as many dealers as possible. 

Broadly speaking, your forum is designed to do 
three basic jobs. If you are still debating the merits 
of advertising, it should give you a clearer idea of how 
retail lumber advertising works and what you can ex- 
pect from it. 

If you are a new advertiser, these forum sessions 
will teach you how to get the best results from your 
advertising agency. And if you are a veteran at 
advertising, these columns should serve as a barometer 
to ascertain whether or not you are getting as much 
out of your campaign as you can and should. 


* * * * * 


EETING CALLED to order! Do you know for 

a fact whether it’s the size of your ad that deter- 
mines readership—the page position—artwork—or 
copy? Contrary to popular belief, it’s the copy! Accord- 
ing to the “Continuing Study of Newspaper Reading,” 
page position has little or nothing to do with the 
pulling power of your ad. As for size, really well- 
Written 6-inch ads often get better returns than 
larger-space ads . . . so it pays to know what makes 
copy pull! 

*% * * * * 

Why Good Copy Doesn’t Always Pay Off: No matter 
how persuasive your copy is, always remember this. It 
can’t begin to work for you unless you pull your readers 
into it, with strong attention-getting headlines that really 
Stop em! And the surest way to “stop ’em” and make ’em 
want to read further is to appeal first and foremost to 
your readers’ self-interest! 

* * %* * x 


Here * @ good headline: “How to Streamline Your 
Kitchen for July $.... a Month with No Down Pay- 
ment!” 7t’s specific, informative—contains the magic 
words, “how to” and “you”’—makes it clear at the out- 
set exactly what the ad is about. Another merit of 


*Norm Advertising,- Inc. 
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Your Profit-Making Forum 


"By SIGNA FORD* 


this headline is that it selects the most logical pros- 
pects for kitchen modernization—weeds out ‘“‘ineli- 
gible” prospects at the same time—by quoting the ac- 
tual cost of the job. 


* * * * * 


ERE’S A LAME duck of a headline: “Laugh At 
The Cold!” Do you have any idea what the ad is 
about? You’ll probably need a divining rod to get to 
the bottom of it, but go ahead and guess—just for fun. 
We didn’t do so well, either. Actually, this headline 
was written to sell insulation! It might appear equally 
well over an oil burner ad, a winter coat ad or a South- 
ern resort ad. It shouldn’t appear over any ad. 
Headlines that are too vague . . . headlines that are 
too general . . . headlines that are unselective .. . 
headlines that apply to competing products as well as 
yours—cost you money! The kind that’s written down 
in red figures. 
* * * * * 


L_/MBER AND SUPPLY experts, please note! 
Of course you’re interested in the technical as- 
pects of your materials and the ways in which they’re 
manufactured. But remember, your customers are in- 
terested in one thing, and one thing only—precisely 
what your products and services can do for them. 
Therefore, take heed. The first rule of copy writing 
as well as headline writing is to appeal to the self- 
interest of your readers—in terms they understand. 
In other words, no discussion of manufacturing proc- 
esses, and no technical terms if you want to get results. 


* * * * * 


No time to be bashful: One of the most important 
selling tools in retail lumber advertising is the 
monthly payment plan, so if you offer this service, 
play it up regularly in your ads. And if you don’t 
arrange financing yourself but can advise your cus- 
tomers and refer them to organizations that do ar- 
range loans, this belongs in your advertising. 

A mere mention of “Convenient Terms” isn’t 
enough. This expression is too general to mean much 
to your readers—too elastic to act as a clincher. The 
ideal way to handle financing is to state in your copy 
how much it costs per month to do a given job, re- 
roofing for example—how many months the customer 
may take to pay for the job—and whether or not a 
down payment is involved. 


* * * % * 


L*3 GET the right slant on things. Every ad you 

run should be carefully slanted toward the par- 
ticular audience you’re trying to reach. For example, 
if you’re advertising redecorating or some other job 
that has strong appeal for women, use feminine copy 
appeals and talk the same language women’s magazines 
do in their home making features. If you’re selling 
something like overhead garage doors or a basement 
work shop, slant your copy directly toward your mas- 
culine readers. 
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Planned Remodeling Converts 
Interior of 50 Year-Old Home 





















YPICAL of the houses built | AMERICAN LUMBERMAN & BUILD- wall in the living room more syme 
half a century ago, the home ING PRODUCTS MERCHANDISER, had rical and added needed shelf spag 
shown on the these pages has been been well built and needed only in- in the den. To further modernj 
brought up to date through a few terior remodeling. the living room, a large mirror was 
carefully planned construction The major construction change hung over the fireplace. 
changes. was in the living room where one Across one wall of the living 







The 12 room, four bath, stucco of two doors leading into the den room were five small windows, The 
and frame Evanston, IIll., home of was walled up and bookcases built three center ones were replaced 
Herbert A. Vance, publisher of in the den. This made the fireplace with a large picture window, flankedfBefore 
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DOOR between living room and den above is walled 
up, making the wall symmetrical and adding book 
shelves to the den. 
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e living 
ows. The 
replace 
’, flanked Before 


PICTURE window replaces three of the five small win- 
dows in the living room. 


After > 


h either side by the original nar- € 
bwer one. In the same way two 
mall windows from a group of 
bur were replaced with a picture 
indow in the dining room, provid- 
| ig more light and a less obstructed 
ew. In several places French 
bors and transoms were removed 
om between rooms. 
The kitchen area of the house 
ad been divided into several small 
bms. A cold pantry was made 
art of the kitchen, enlarging the 
bom and a second pantry was mod- 
mized into a butlers pantry with 
nk, cabinets and storage shelves. 
y enlarging the windows and add- 
hg modern tables and chairs, an- 
ther of the rooms was made into a 
mart breakfast room. And the last 
mall room, hidden away under the 
tairs, was redesigned for a pow- 
sink, ler room. The kitchen itself was 
_ iven a new, larger casement win- 
low and modern sink and cabinets 
ere installed. In both kitchen and 
pantry fluorescent lighting replaced 
he old fixtures. 
On the second floor, tile was in- 
| Btalled in place of the wooden slab 
br plaster walls which were taken 
but of the bathrooms. - Modern 
showers were put in both of them, 
#P"d corner cabinets added to the 
master bath. 
Closet doors were added in the 
bedrooms, and in the child’s room 
hew shelves and cabinets were built 
hich could be reached by him. 
Almost every room in the house 
had old-fashioned wall fixtures and 
8as pipes which had to be removed 
and the walls and ceilings replas- 
tered, 
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WOODEN slabs give way to plaster, tile and 
smart wallpaper in the bathroom. 
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TYPICAL piping arrangement for the radiant 


heating system. Grid element is used for 
living room; sinuous coils in other rooms. 


‘T HE FIRST postwar housing 

development in the nation to 
feature radiant heating now is 
nearing completion in Pittsburgh, 
where 33 one-floor, five and six 
room houses are being built in a 
residential area. 

These houses are not only a de- 
parture from the conventional type 
of heating system, but are estab- 
lishing a precedent for residential 
development construction in west- 
ern Pennsylvania where the hilly 
terrain has forced two-storied 
house building in past years. 

While the grounds are rolling, 
the house sites have been strateg- 
ically located so it was possible to 
build them on one floor and give 
them 51 foot frontage. 

Frank Corace, designer and con- 
structor, says he wanted to build 
one-floor, basementless houses for 
many years, but in the past always 
yielded to convention because of 
the danger of damp, cold floors. 

“But, with the advancement of 
radiant heating during the war, I 
decided to install this type of heat- 
ing to solve the cold floor problem 
in my first postwar project,” Mr. 
Corace explains. 

The matter of space utilization 
in the “utility type” house such as 
Mr. Corace designed, is an impor- 
tant consideration. With the 
radiant heating pipes concealed in 
the floor, virtually every inch of 
floor space is available for use and 
the slab is kept uniformly warm. 

In the foundations, the concret® 
footers are topped by a three foot 
course of concrete blocks. Inside 
the perimeter, a gravel fill ranging 
from six to eight inches deep in 
accordance with the drainage re- 
quirements, is spread. Once the 
coils of 1144 inch wrought iron have 
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Kadiaut Heating 
In 


Housing Development 


been positioned on the gravel fill, 
welded together and tested under 
250 pounds pressure, the five inch 
reinforced concrete floor slab is 
poured. 

Hot water for the radiant heat- 
ing system is circulated through 
the coils by a small pump and each 
system contains about 55 gallons of 
water. The pump action is con- 
trolled by an ordinary wall thermo- 
stat. An aquastat regulates water 
temperature. Balance cocks for 
supply mains to individual rooms 
have been centrally located in a pit 
with removable plate in the utility 
room. Once the cocks have been 


adjusted according to the desire 
conditions of comfort in each room 
they need not be touched during 
the entire heating season. 

Since the basement has bee 
eliminated, the gas-fired boiler ani 
water heater as well as laundry fa 
cilities are located in a utility roo 
that measures 9x11 feet and at 
joins the kitchen. The rooms in 
clude living room-dinette, kitchen 
and three bedrooms. Garages art 
attached to all houses. The exteric 
walls of the house are brick venee 
with cut stone and interior wall 
are tinted plaster on rock lath. 






POURING the five inch concrete floor slab that conceals the wrought iron coils. Note th 
control valve pit where balance cocks for the individual supply mains of the radiant heatin 
system are located. 
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Kaiser Homes 
Near Completion 


> 


3. Burns, who joined hands 
last year for a venture into mass 
housing, have announced that their 
first 200 houses are “virtually” 
complete, 1,000 are under way and 
more than 2,000 will be ready in 
1946. 

All Kaiser homes are built in 
planned community groups with 
shopping centers and areas for 
schools, churches and playgrounds. 

“The buyer of a Kaiser home gets 
not just a house nor merely a house 
and lot,” said Burns, president of 
Kaiser Community Homes. “He 
gets a home that belongs to a well- 


Law 


ie J. KAISER and Fritz 


MASTER bedroom. Here can be seen one of 

the most notable features of the house — 

a recessed storage wall extending from floor 
to ceiling. 


designed, socially sound, spacious 
framework for living.” 

Here is what the Kaiser-Burns 
combination has done thus far: 

1. Purchased and laid out for 
development more than 2,000 acres 
of land, enough for 10,000 building 
lots. On most of this acreage the 
slow work of site preparation is 
well advanced. The land lies in 
the Westchester section of Los An- 
geles, in North Hollywood, Van 
Nuys, Ontario, Monterey Park, 
Compton and other southern Cali- 
fornia areas; and at San Jose and 
Santa Clara in northern California. 

2. Devised a house-building sys- 
tem combining factory sub-assem- 
bly and site construction. 

3. Assembled a team of experts 
in land planning, site preparation, 
architecture, house construction, 
and home financing. 

4. Erected a factory in Los An- 
geles. Built since March, this plant 
and its materials yards covers 15 
acres and is among the largest 
woodworking establishments in 
America. The factory makes house 
parts such as wall and floor panels, 
ceilings, plumbing equipment and 
kitchen cabinets. 

5. Increased production in the 
plant from 18 houses a week to 65. 


VIEW from the living room toward the 
dinette shows the parquet-style floor with 
long-wearing finish. 


(The goal next month is 100 a 
week; next year 10,000 houses.) 

6. Gathered a work force in 
plant and field of 1,000 men, now 
covered by union contracts which 
provide for wage scales averaging 
$1.50 per hour, for a 45 hour week. 

In attempts to shape a varied 
community pattern and avoid mon- 
otony, Kaiser architects employ 
five basic styles — colonial, Cape 
Cod, ranch house, Californian and 
contemporary. Moreover, they in- 
terchange certain exterior funda- 
mentais. The result is 25 different 
models in two and three bedroom 
houses. 

The basic idea of the Kaiser 
home is to make the body of the 
house simple and sturdy, on the 
theory that if it can be produced 
economically, any production sav- 
ings can be re-invested in the house 
by incorporating more and more 
livable features. 

With prices of Kaiser homes ex- 
pected to range from $6950 to 
$8650, interested observers were 
asking last week whether the mass 
market was really within reach. 


TWO-BEDROOM model. This ranch type is one of several. At the 
side is the two-car garage. 


ONE of some 20 three-bedroom models available. It includes two-car 
garage, contrasting colors of stucco and shutters, sheltered entrance. 
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COMBINATION living and dining room takes the place of the old fashioned parlor and little- 
used separate dining room. 


Plenty of storage space, utility and clean-up rooms 
head list of farm wives’ musts in planning new homes. 


yo FEW farm houses have 
been built to fit the function- 
al needs of farm living. Most of 
them have been built from plans 
designed for a city family with the 
result that the house does not fit 
ideally the requirements of the 
farm family. 

The Midwest Farm Paper Unit 


publications (The Farmer, St. 
Paul; Wallaces’ Farmer, Prairie 
Farmer, Wisconsin Agriculturist 


and the Nebraska Farmer) decided 
last winter to do something about 
this situation. First they asked 
more than a thousand farm women 
interested in building a new home 
what they want and do not want in 
their new house. Then they en- 
gaged Robert G. Cerny, teacher in 
architecture at the university of 
Minnesota and consultant to Long 
& Thorshove Inc., Minneapolis, to 
design two farm houses’ which 
would include the principal features 
farm women want in a new home. 

The women were asked these two 
questions: 

“Which five things would top 
your list of the things that must 
be included in your new home?” 

“Which five things would you list 
as your ‘pet peeves’—things you 
would not have in it?” 

The questions assumed that any 
new farm home will be modern, 
with running water and bath, well- 
equipped kitchen, modern heating 





Editor’s Note: Complete. working 
blueprints with specifications for 
building this house can be had for $1 
from any of the publications listed in 
the above article or from the Midwest 
Farm Paper Unit, 6 North Michigan 
avenue, Chicago 2, III. 
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and electric lights. With that in 
mind, here is how the women voted. 


STORAGE HEADS LIST 

LOTS of closet and storage space 
topped the “must” list, closely fol- 
lowed by a wash-up room where the 
men can hang their work clothes, 
leave their dirty shoes or boots, and 
clean up before entering the living 
portion of the house. A laundry 
room ranked third in the “must” 
list. Half of those who expressed 
themselves want it on the first 
floor. They said they don’t like to 
carry wet clothes up a flight of 
stairs. One-fourth of them prefer 
the laundry in the basement; the 
others didn’t say where they want 
it. 

A utility (work) room ranked 
fourth——a room planned for such 
jobs as washing, canning, pre- 
paring foods for freezing, clean- 
ing poultry, etc. A lavatory, in 
addition to the main bathroom, 
is another “must”; also’ space 
for family eating in the kitchen. 
Opinion was divided on a combina- 
tion living and dining room, but all 
want a large living room. The par- 
lor of the old farm home is def- 
initely a “pet peeve” as is a front 
entrance which very few persons 
ever use. 

The front entrance is one place 
where the farm home needs are de- 
cidedly different from those of the 
city home. Front entrances on the 
farm are usually so inconvenient to 
visitors that they just naturally 
come to the rear entrance and then 
tramp through the kitchen to reach 
the living area of the house. The 
writer has visited thousands of 
farm homes in the course of his 


Home 


By BERRY H. AKERS* 


work and doesn’t recall a single oe- 
casion when he went first to the 
front door. “Give us a plan which 
protects the privacy of the kitchen” 
was the universal appeal. 
ONE-STORY HOUSE DESIGNED 

WITH these “musts” and “pet 
peeves” in mind, Mr. Cerny went to 
work on his sketches for a one-story 
house. Many expressed a _ prefer- 
ence for a one-story house, especial- 
ly those living in flat, open country, 
and it was decided to design this 
type first. His sketches were then 
checked and re-checked by the wom- 
en editors of the farm papers co- 
operating in the project, and after 
many conferences the house and 
floor plan illustrated here was the 
result. (He is now at work on the 
second plan—it will be two stories 
and will be designed with the same 
“musts” and “pet peeves” in mind. 
It will be ready for announcement 
January 4.) 

This modern, one story, farm 
house should be located with the 
kitchen and utility windows facing 
the farm yard and the bedroom end 
of the house facing the main high- 
way. Visitors would use the front- 
door opening onto the driveway 
coming in from the main highway 
and could go into the living and 
sleeping areas without going 
through other rooms. This design 
meets the demand for an entrance 
which stops traffic through the 
kitchen. It also enables the farm 
wife, who spends most of her life 
in the kitchen and utility room, t0 
keep an eve on the farmy:rd and 
the entrance driveway. 


U-SHAPE KITCHEN 
THE work area in the kitchel 
is U-shape, with plenty of room !! 
the center for family eating. The 
living and dining space are com 
bined in one room. This room cal 
be divided by a davenport facint 
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the fireplace, and there is sufficient 
room behind it for a dining table 
and a cabinet, either separate or 
built in, for dishes and linens. The 
utility room takes care of all the 
“musts’’ as does the wash-up room, 
with shower, lavatory and_ toilet, 
opposite the utility room. 

The bedroom unit can be built as 
shown, or two bedrooms can be 
added later by sacrificing one closet, 
opening up a hallway in the closet 
space and adding one door. The 
basement can be almost any size 
the builder desires. The pump room 
is located under the dining terrace. 
The storage room for vegetables 
and canned goods is at the bottom 
of the stairway. 

PLAN VERY FLEXIBLE 

THE plan is very fiexible and 
was so designed with the idea that 
many farm builders would desire 
changes. One alternate provides 
for an office. This office would util- 
ize the space of the wash-up room 
opposite the utility room, and the 
wash-up room facilities would be 
moved into the utility room. Utility 
and wash-up facilities could be in 
the basement, if desired, but this 
is not recommended because it di- 
vides service activities between the 
first floor and the basement, in 
which case this service end of the 
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KITCHEN 


19'19"x13'3”" 


UTILITY ROOM 


14'0"x13'3" 
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LAUNDRY TRAYS 
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LIVING 
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EXPANSION 


BOOKCASE & CABINETS 


LIVING and working quarters have been separated in the design, yet are close enough 
together for convenience. 


house could be left off and the base- 
ment stairs placed alongside the 
kitchen wall. 

Mr. Cerny has made liberal use 
of glass in this plan. There are 
fixed windows (center) in each bed- 
room, in addition to double hung 
sash, a picture window in the liv- 
ing room, and French doors open- 
ing onto both terraces. 


The openness, the flexibility of 
this house make it adjustable to al- 
most any size budget or family. 
The living room can be condensed, 
the bedrooms can be added or left 
off as desired, and the utility-room, 
washroom, rear stairway arrange- 
ment can be enlarged or diminished 
according to the requirements of 
the individual. 


MODEL of home designed specifically to meet the requirements of farm wives who wanted a modern, 
practical farm home. 


BUILD 
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House Plan No. 818 
24,350 Cubic Feet 





DINET DINING Fe BED ROOM 


9-OK 12-6 13-0 X 12-0 


GARAGE LIVING ROOM 
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BED ROOMI 
BED ROOM ED ROOM| 


13-0 X 10-0 








TERRACE 











BED ROOM 
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LIVING ROOM 


WARDROBE BWARDROBE BCOATS 19-6 X 12-0 


BED ROOM 


13-O X 12-6 TERRACE FLOWER 8OX 











House Plan No. 822 
20,760 Cubic Feet 
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Complete working blueprints and specifica- 
tions of any house design published in this 
magazine are now available at $5 per set. 
Two sets of plans for the same house are $8, 
three sets $10, four sets $12 when ordered 
at the same time. All the blueprints are in 
a@ convenient 12x18 inch size and meet all 
FHA requirements. Please order plans by 
number, enclosing payment and address to 
American Lumberman, 139 North Clark street, 
Chicago 2, Ill. 
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House Plan No. 792 
16,640 Cubic Feet 


With Basement 
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Casting Their Shadow Over the Lumber 
Industry: Labor Troubles, Politics, 


International Relations 


THE INDUSTRY, just now, is 
being pushed around by a group of 
factors beyond its control. Not an 
unusual situation, these recent 
years, sure enough. But the cur- 
rent combination of troubles has 
some rather novel aspects. 


At least three disorders are 
more or less combined. You can 
add other items to the list. But 


these three are labor troubles, do- 
mestic politics and international 
relations. Bad factors, especially 
when they come at once. 

Earlier in the summer most busi- 
ness analysts told us there’d be no 
top-size strikes until along in the 
winter, not until after the elections, 
at the earliest, and probably not 
until the contracts of the big 
unions began to expire in late 
winter and early spring. 


STRIKES 


Hoped for peace period is 
victim of maritime dispute 


We wanted to believe it, for a 
period of labor peace, even of a few 
months, would give industry and 
distribution a chance to develop 
operating efficiency. We needed to 
develop this efficiency. It looked 
like the one chance to check, in 
time, the race between prices and 
wages. 

And then came the maritime 
wage case. It was an odd sort of 
situation. On the surface, it ap- 
peared to involve a comparatively 
few men; and these men admittedly 
were paid low wages. Granting 
their demands would have added 
but an imperceptible margin, in 
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-meet the naked eye. 


percentages, to the general cost of 
living. These men could make a 
case at every point except one. 
Technically, granting their request 
would have violated the formula set 
up by the Wage Stabilization 
Board; and that formula had been 
more or less designated as the ulti- 
mate defense line of public controls. 
The WSB refused to sanction the 
wage advance agreed to by the em- 
ployers and the union. 

You know what happened. A vio- 
lent strike closed all the ports and 
immobilized practically all Ameri- 
can cargo ships. The government 
felt obliged to settle the business. 
A way was found to by-pass the 
formula without harming it. So 
Mr. Steelman says. But no matter 
what the final settlement of this 
particular altercation, the practical 
result is the destruction of the for- 
mula and the hopeless discrediting 
of the WSB. 


UNDERNEATH 


Strike part of studied drive 
to put WSB out of business 


There are more things here than 
In the first 
place we can be sure that this vio- 
lent and vastly extended strike in 
a vital field of transportation was 
intended to do more than get a 
raise in wages for a few men. It 
was a strike against the WSB. 
This was made clear enough by the 
bitter and contemptuous publicity 
issued by several national labor 
leaders. It was also a demonstra- 
tion of power, the power of certain 





unions to bring transportation to 
a stop. 

It’s worth looking still farther 
afield. At the present time there 
is a storm of strikes extending 
practically around the world. Brit- 
ain has had more than a thousand 
strikes during the past six months, 
delaying the British program of 
reconversion and _ nationalization. 
And this despite the fact that Brit- 
ain has a Labor Cabinet, whose pro- 
gram depends upon united labor 
support. Canada is a checkerboard 
of strikes. France, knowing that 
production is the one factor that 
can save the country, none the less 


is on the verge of a general storm | 


of labor violence with the chief 
centers of unrest in communica- 
tions—the telephone, telegraph and 
postal services. While the pictures 
vary in details, labor unrest is at 
or near the explosive point in Italy, 
in Africa, in India, in Australia, 
in Japan and in certain countries 
of Central and South America. 

British unions have borrowed the 
U. S. issue of the closed shop. If 
we are to judge by a few echoes, 
hurriedly hushed down, certain 
U. S. unions are toying with the 
notion of borrowing a policy from 
Continental Europe. That conti- 
nent is the home of syndicalism; 
the classic weapon of syndicalism is 
the general strike. There were 
tentative threats, during the earlier 
phases of the maritime troubles, to 
invoke a general strike in the 
United States. 


SUSPICION 


Labor's play for power has 
Communist tinge about it 


Considering the relatively few 
men and the small wage demands 
involved in the maritime «ispute, 
the persistent suspicion recu's thal 
the purpose may have been a den 
onstration of power, possibly of 
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SG wheb INSIDE 


OVELY to look at, that cake. But how good it 
L tastes depends on what went into the recipe. 
With building products, too, it’s what’s inside 
that decides their quality of performance. That’s 
why so many people insist on Celotex Building 


and Insulating Products. 

For the raw materials 
that go into Celotex are 
the best that nature can 
grow and money can buy. 

Rigid production con- 
trols all along the line 
guarantee uniformly high 
quality of every product 
bearing the Celotex name. 


CELOTEX 


CORPORATION 





There aren't enough of these famous Celotex prod- 
ucts to go around ”ow—but rest assured as soon as 
building products generally become available, 
you'll be able to get all the Celotex you need. 


Building Board 


Interior Finish Boards 


Celo-Rok Sheating and Wallboard 
Celo-Rok Anchor Lath and Plaster 
Cemesto Rock Wool Insulation 


Triple Sealed Shingles 


eeeeeveeeeeeeeeeeeee ee 
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CHICAGO 3, 


L punts / 


Tireless laboratory research perfects materials 
and methods still more... helps to maintain Celo- 
tex leadership year after year. 

These—plus more than a quarter of a century 
of building materials “know-how’—are the 


invaluable ingredients in 
every Celotex product. 


They make a big differ- 
ence in performance... 
in long life and service- 
free maintenance. A dif- 
ference that has proved 
its value on hundreds of 
thousands of building 
jobs of every kind. 


ILLINOTIS 


73 





WASHINGTON 


terrorism. The syndicalist aim is, 
by direct action, to get and keep 
control of production. The Com- 
munist technique is to control or 
at least to demoralize transporta- 
tion and communications. 

No use getting willful, of course, 
about seeing things in the dark. 
But it isn’t smart, either, to refuse 
to see things in the daylight. In 
any event, without going farther 
afield, the discrediting of the WSB 
has pretty thoroughly washed out 
the hope of a period of labor peace 
for this fall and winter, a period 
when industry and _ distribution 
could develop at least a beginning 
of high operational efficiency. Most 
of the raises so far have come be- 
fore there is much pretense that 
industry or commerce could absorb 
the added cost.. When such an ad- 
vance is made, it cannot avoid set- 
ting off collateral wage demands 
from other unions. And so the 
spiral is set to going. Whether or 
not the WSB was a good outfit, and 
whether or not the 18-percent for- 
mula was a sound working tool, 
may well be asked. But the fact re- 
mains that no other idea and no 
other tool can be found in the Fed- 
eral shop. 

Are we to have a new formula 
and a new control policy? If so, 
why? Price control is due to end 
next June and the word is that 
Congress will not extend the law 
beyond that date. More and more 
controls are going off. This indus- 
try has long urged that the sure 
way to get the transfer from a 
military to a civilian economy made 
with the least danger and disorder 
is to do it now and have it over 
with. 


FEDERAL CONTROLS 


Unions use Uncle for front 
man, let him take the rap 


It seems clear enough that cer- 
tain unions and certain other or- 
ganizations have actually been 
using the Federal controls, to 
which they object publicly, as 
means of promoting their own spe- 
cial interests. Like this: If the 
government sets up regulations 
that don’t work, none the less the 
government by setting these things 
up takes responsibility for what 
happens in those fields. Smart union 
operators manipulate these feeble 
tools and then Uncle is responsi- 
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ble. Hasn’t he made the regula- 
tions? 

Smart operators, perhaps, but 
not very wise. The whole thing de- 
generates, practically, into a race 
between wages and the price of con- 
sumer goods. Until labor efficiency 
is restored, there’s no chance of 
raising wages without raising 
prices. The catch in it is that only 
the wages of big-union labor have 
any real chance of staying in the 
race. The majority of workers, not 
being organized get priced out of 
the market and without these un- 
organized workers as customers, 
the market doesn’t do so well. After 
which the big plants don’t need so 
many high-wage-scale employees. 

What’s this going to be, a bust 
or a revolution? We hope it’ll be 
neither. A return of responsibil- 
ity from Federal to private hands 
might subdue some of the smart 
boys, might compel them to take 
responsibility for the long-range 
effects of their present irresponsi- 
ble behavior. The top leaders: of 
labor are said to be opposed to the 
present squall of disorders. They 
are said to know they can’t pos- 
sibly hold their gains unless they 
balance with production what they 
get in wages. 

We're told it’s the secondary 
leaders, the lads down the line in 
the labor hierarchy, who like to 
play the noisy game of wage-price 
racing. Sure, they denounce the 
government controls, but it’s some- 
thing like the black-market opera- 
tors and price controls. Without 
those price ceilings the black-bourse 
boys would be obliged to follow the 
hard road of competitive merchan- 
dising; in short, they’d have to 
take responsibility for their busi- 
ness and its operation, right out 
in the open. 


PRICES 


Maritime case has increased 
threat of unhealthy spiral 


Is all this labor stuff bringing 
the much-predicted recession 
nearer or making it more certain 
to .come? Business men are of a 
divided opinion. Most of them 
think that if production efficiency 
could be balanced with wages, 
there need not be much of an ‘“ad- 
justment.” Everything else looks 
like a long period of good business. 
But undoubtedly the maritime case 
has increased the danger of an un- 
healthy rise in prices. 

While there’s not too much 
agreement on this point, some busi- 
ness men think the stock-market 
slump was caused in part by the 


conviction that production and 
wages are out of balance and are 
likely to become more so. However 
part of that market break seems to 
have been caused by the deteriora. 
tion of foreign relations. 

The recent Wallace affair ig too 
touchy for discussion in the Calen- 
dar. In a certain sense it was the 
tangling of foreign affairs, do- 
mestic politics and big-union stuf. 
According to reports, the timing 
was most unfortunate. This is true 
regardless of what you may think 
of the Wallace performance other- 
wise. We’re told that the Byrnes 
policy of firmness was beginning 
to pay off, that Russia had con- 
cluded the U. S. meant what the 
Secretary of State said and that 
Uncle Joe was preparing to deal 
with Uncle Sam on that basis. And 
then along came Henry! Belief in 
Washington, at this writing, is that 
the Byrnes straight-line foreign 
policy remains unchanged. 

A great note, sure enough, that 
this ancient and honorable indus- 
try has to give so much of its at- 
tention to global diplomacy, par- 
tisan politics and labor-union eco- 
nomics. But, like it or not, that’s 
where our porridge is being cooked. 


WYATT'S CRISIS 


House prices must come down 
if he expects vets to buy 


It’s said along the Avenue that 
the Veterans’ Emergency Housing 
Program is approaching a crisis. 
Mr. Wyatt, who personally is a 
cool, likeable person, of much 
energy and courage, admits to a 
good many worries. He thinks he’s 
going to make his program do its 
stuff, but he knows that the next 
few weeks are probably going to 
be decisive. 

One necessary factor, and a 
tough miracle to bring off, is this: 
prices of those houses have to come 
down. They have to come down a 
lot more than can be managed by 
using the subsidy fund on the bot- 
tle necks. The Wyatt sights are set 
at about a million houses, started 
but of course not finished, by some- 
time in January. You may shade 
that all you wish, but it indicates 
at least that the Expediter has 
taken the President at his word, 
about making “no small plans.” 

Houses, in this program, are 00 
good, of course, until they’re sold 
to veterans; and it’s pretty clear 
they can’t be sold to veterans, not 
in the numbers about which the 
Expediter talks, at current prices. 
That’s probably the basic reaso” 
for this Paul Bunyan effort t 
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The Grand Rapids Invizible has many features 
of superiority, as has been conclusively proved 
in thousands of war time and peace time instal- 
lations. Among these are ease of installation, 
actual invisibility, and dependable, efficient 
operation in all climates and under varying 
conditions. The same balance for upper and 
lower sash make them interchangeable and 10 
sizes meet 95%, of all residential requirements. 
Complete illustrated instructions are on every 
carton. 


SEND FOR SASH BALANCE CATALOG 


which contains complete information on sash balance 
sizes, directions for installing, etc. All fully illustrated. 


GRAND RAPIDS SASH PULLEYS 


No. 103 face plate, cone bearing 


type and Nos. 175, 109, 110 
sawtooth drive type sash pulleys 
cover 95% of all sash pulley 
requirements, 


GRAND RAPIDS HARDWARE COMPANY 
‘GRAND RAPIDS + + MICHIGAN 
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ARMSTRONG 


COMPANY 


241 So. Post Ave. 
Detroit 


4065 So. LaSalle St. 
Chicago 


319 So. Crowdus St. 
Dallas 
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sluice all the building materials in 
the country into the GI program, 
at least for a few weeks. Will sheer 
artificial quantity bring down the 
price? Mr. Wyatt evidently thinks 
it will. 

The Expediter has 
premium payments for 
production of merchant pig iron 
to be used in making soil pipe, 
bathtubs, sinks, radiators and the 
like. These bonus payments, rang- 
ing from $8 to $12 a ton, are ex- 
pected to increase production by 
one-third. These payments will be 
offered on shipments made after 
September 1 of this year. 


announced 
increased 


DECONTROLS 


NRLDA explains why removing 
price lid isn't the answer 


The NRLDA has issued a state- 
ment explaining why it’ll get us 
nowhere, under present regulations, 
to ask the Price Decontrol Board 
to take the price controls off lum- 
ber. True enough, the control 
regulations don’t work and appar- 
ently can’t be made to work. These 


rules—too bad, and we’re all sorry 
—seem to operate chiefly to detour 
lumber around through the black 
bourse. 


Enough dealers refuse to deal 
with this market so that those who 
do handle the illegal stuff have a 
swarm of customers and shove up 
the prices accordingly. It’s fairly 
clear that, if the ceilings were 
taken off, the free prices would be 
higher than the present legal ceil- 
ings but considerably lower than 
the black-market prices. Or that’s 
what a good many observers be- 
lieve. 

But, as the NRLDA points out, 
the revised Price Control Act 
didn’t give the Board authority to 
scrap a regulation simply because 
it doesn’t work. And so far as non- 
agricultural products are concerned 
the Board can decide merely if sup- 
ply and demand of a given commod- 
ity are practically in balance. 


OPA INCREASE 


Window and picture glass is 
permitted 18 percent boost 


OPA has raised the prices of 
window and picture glass by ap- 
proximately 18 percent. It also 
raised by about four percent the 


maximum prices for glazed sash 
and windows, glazed sash doors, 
combination doors and glazed ga. 
rage doors in order to reflect the 
glass price increase. Resellers are 
permitted to increase their exist. 
ing prices by the percentage ip- 
crease in cost resulting to them 
from the increase allowed the 
manufacturer. This action gives 
resellers the same percentage mar- 
gin they had in effect on March 
31, 1946. 

The report of applications and 
approvals on Form CPA-4386 for 
“HH” ratings through Sept. 5 show 
that 309,572 applications had been 
approved for 712,634 units: also 
that 60,275 applications had been 
approved for 85,392 conversions. Of 
the total number of dwelling units 
authorized, 51.2 percent were for 
units costing less than $7,500, or 
for rent at less than $60 a month. 

‘OPA has increased the average 
maximum price of redwood lumber 
by approximately $2.60 a thousand. 
This lumber is in critically short 
supply, and the increase is intended 
as an incentive to maximum pro- 
duction. A revision and realign- 
ment of price relationships between 
rough green items and surfaced or 
worked dry items will be issued 
later. 











You'll Get Plenty of 
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NO. 2 SAWMILL 
...and Fine Lumber Too! 


By actual tests, the Corinth No. 2 
Sawmill has proved its superiority 
in the fast production of fine lum- 
ber—softwood, hardwood and 
mixed, This accurate mill, which 
may be used as a portable outfit or 
set up On a permanent foundation, 
is so sturdily constructed, it will 
stand up in even the severest 
services year after year. 

Send for complete specifications 
and delivery dates. For out-of-the- 
ordinary sawmill problems, ask 
for the services of a Corinth 
engineer. You can depend upon 
him to find a practical solution. 


CORINTH MACHINERY CO. 
CORINTH, MISSISSIPPI 
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Speedy and accurate dou- 
ble-acting set works with 
steel machine cut ratchet 


wheel, for cutting very 
accurate lumber. 


Goick-alignia steel head- 
block base with adjustable 


PORTABLE 





| EASY TO USE 


NO POINTS TO BREAK 
OR MAR. 


ACCURATE DOWN 


HERE’S better, faster 
MOISTURE TESTING 


for LUMBER 
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double-length service. 

Fast, improved heavy-duty 
belt feed works will with- 
stand hard usage. Bronze 
bushed idler pulleys for 
pressure gun greasing. 

Steel machine cut racks 
and Fm securely fas- 
tened to split knee assure 
long life, and extreme ac- 
curacy. Replaceable with- 
out removing entire knee. 


Adjustable > feed gears 
permit easy elimination of 
slack caused by wear be- 
tween gear and pinion. 
Cast steel carriage wheels. 
Guide wheel machined to 
fit 20-lb. machined “T” 
rail track. 


18” Steel Splitter Wheel. 








K-2, 


each instrument. 


L-2, Flat Surface Type: for smooth surfoced moterials. 


Irregular Surface Type: 
smooth materials of any contour. 


V-2, Thin Material Type: for thin, smooth surfaced, flat materials. 
Scientific calibration, bosed on standard method for your trade, supplied with 


specially designed for rough or 


MANY APPLICATIONS — Moisture Register is based on principle of high freavency 
power absorption. All models have wide field of adaptability throughout all indus- 
tries — as to materials, methods of use ond range of moisture content. 
calibrations for specific needs supplied af nominal cost. 

WRITE TODAY for complete information, specifying type of material and rance of 
moisture content to be tested. 


MOISTURE 
DEPT. A, 133 NORTH GARFIELD AVE., ALHAMBRA, CALIF. 


FLECTROMC. 


Special 


REGISTER COMPANY 
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@ SELECTIVE DISTRIBUTION 


“= 


eCOMPLETE QUALITY LINE 


3 Keys to Bigger Sales: 


1. Full Profits—— There are no loss leaders in 
the Lowell line to “waste” your customers. 
You get full profit on each sprayer of duster 
you sell. LOWELL’S high quality leads to 


ae repeat sales. 


2. Selective Distribution — Lowell sprayers and 
dusters are sold only by a few carefully selected 


Y distributors. A larger market, less competition. 
3. Complete Quality Line — You won’t lose cus- 
tomers if you sell Lowell sprayers and dusters. DEPT. 63, 589 EAST ILLINOIS STREET 
The Lowell line is complete and compact for CHICAGO 11. ILLINOIS 
fast turnover and low inventory. There is a : 

Lowell Sprayer and Duster for every need. {[ aa Z 
° 4 
WORLD'S LARGEST MANUFACTURER OF SPRAYERS AND DUSTERS EXCLUSIVELY aC 
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From Nothing to Everything! 
ATEST WRINKLE in install- 
ment selling in the lumber yard 
is “Creditors Insurance” which 
cancels the unpaid balance in the 
event of the death of the note- 
maker. It is provided without cost 
to lumber dealers or their custo- 
mers, and applies automatically to 
all ABC notes purchased by the fi- 
nance company which specializes in 
the retail lumber field. A mortgage 
cancellation plan, previously in ef- 
fect, accomplishes the same purpose 
in connection with home mortgages. 
Another feature takes care of 
monthly payments up to one year 
if the borrower is sick or disabled. 
Special provisions are also made 
for Gl-owners not covered by the 
mortgage cancellation plan, so that 
monthly payments are kept up on 
mortgages for a selected number 
of months during the period imme- 
diately following the death of the 
mortgagor. A few years ago lum- 
ber dealers complained rightfully 
because of the lack of financing 
services in the industry. Today 
they have more to offer by a wide 
margin than any other industry. 
* * 
Department stores and mail-order 
houses have demonstrated that 
good merchandising practices are 
even more essential when goods 
are in short supply than when 
plentiful. 
* * * 
How the Farm Picture Changes! 
| bas THE EARLY twenties approxi- 
mately 100,000 farms through- 
out the United States were wired 
for electricity. By the end of 1948, 
5,160,000 of our 6,000,000 farms 
will be using electricity, according 
to Edison Electric Institute. Power 
lines are being extended every- 
where, and electrical equipment is 
releasing farm families from 
drudgery. Already more than 3,000,- 
000 farms have been wired. All of 
which means a different merchan- 
dising approach for lumber deal- 
ers. It even involves a serious con- 
sideration of how many equipment 
items can be sold successfully in 
the lumber yard. 
A surprisingly large percentage 
of the new building material estab- 
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lishments in farm areas (still on 
paper, due to material shortages) 
include facilities for handling farm 
equipment in order to compete 
more successfully with “farm 
stores” of mail-order houses which, 
in many cases, are being separated 
completely from the main store... 
usually in a nearby building. The 
farm market of the future prom- 
ises to be so big (barring economic 
blow-ups) that everybody and his 
brother have their eyes on it. Of 
a certainty, the lumber dealer can’t 
afford to lose it. 


* * *% 


Millions of Machine Sheds Needed 

VERY FARMER seems to 

want a modern machine shed, 
reports L. C. Church, well-known 
lumber dealer in southern Wiscon- 
sin, after interviewing hundreds of 
prospects who visited the com- 
pany’s booth at the Walworth 
County Fair. Mechanized farming 
has robbed the horse barn of much 
of its importance and has trans- 
ferred the attention to the machine 
shed, which isn’t a “shed” at all 
but one of the most important 
structures on the farm. Count up 
the number of farms in the United 
States and the total will represent 
the approximate number of ma- 
chine sheds needed. 


* * * 


Incidentally, if you were asked for 
complete information on the latest 
type machine shed, would you be 
able to furnish it? See page 52 
of this issue for an article on the 
subject, including plans. 


* * * 


More Bouquets for Don Campbell 
"| BE CLINIC, ‘having spent a 
few days in Washington re- 
cently, was impressed greatly by the 
praise heaped upon Don Campbell 
for his sane and practical approach 
to the problems of the industry 
when they were entrusted to him. 
Only trouble is that anything that 
savors of practicability or work- 
ability promptly encounters’ so 
many million yards of red tape that 
it eventually bogs down. What the 
industry needs is more Dons and 
fewer dunces in Washington. 
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What Is Your Price? 


IMBELS are spending large 

sums of money advertising a 
ready-made cottage, “shipped any- 
where in the United States.” The 
question is how close can local lum- 
ber dealers come to duplicating the 
price. In case you’re interested, 
here are the specifications: 

Size, 10 x 12 feet; 12 prefabri- 
cated sections, (“all you need is a 
friend to help push up the walls”); 
2x4 studs; 2x6 floor joists; °4x6- 
or 8-inch siding with prime coat of 
paint; roofing paper; two windows, 
door, and hardware. Three to five 
weeks delivery. Price, f.o.b. fac- 
tory, $199.50. Estimated freight 
rate from factory to Pittsburgh 
(where one of the advertisements 
appeared), $20. To Cleveland, $23. 
To Bangor, Maine, $32. To Chi- 
cago, $34. 

The persistent efforts of depart- 
ment stores to get their finger in 
the housing pie is stimulated solely 
by the hope for profit. While a 10 
x 12 foot cottage cannot be re- 
garded as housing, the widely ad- 
vertised offer of this well-known 
merchandising institution should 
be studied with interest by lumber 
dealers everywhere, to determine 
whether it is the price or the ad- 
vertising that gets the orders. 


* * * 


A lot of our present-day grade and 
distribution problems are not go- 
ing to be straightened without a 
good dose of competition. 


* * * 


Each to His Own 


T HE CURRENT sign To Each 
His Own, on the facade of 
moving picture houses, reminds the 
Clinic that there is nothing that 
can eat up the profits of a good re 
tail lumber yard as fast as a sick 
sawmill, operated by a retailer who 
is not an experienced sawmil! mal. 
Furthermore, there is nothing that 
will consume the profits of 2 saw: 
mill so fast as a sick retail lumber 
business, operated by a sawmil] man 
who does not know retailing. 

sawmill and a lumber yard are two 
entirely different “animules,” 4 
many a lumberman has found ott. 
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T.M. Reg. U.S. Pat. Off, 


. never had so much 
demand for Plastic Wood 


before!” 
(A Leading Midwest Jobber) 


| rtisin Campaign 
Big Aas thi FALL! 


149 ADVERTISEMENTS 
plus BOOKLETS, DISPLAYS 
build bigger sales for you! 


STOCK UP 
DISPLAY... FEATURE 


1 P.S. Don’t forget to stock up 
|| PLASTIC WOOD SOLVENT, ||@ 


too, for extra sales volume/ 


BOYLE-MIDWAY INC., 22 E. 40th St., New York 16, N.Y. 
5235 W. 65th St., Chicago 38, Ill. ¢ 4820 E. 50th St., Los Angeles 11, Cal. 


PLASTIC WOOD 


A -CCLEMUEOS Eo OBR E FILLER 
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WOLMANIZED LUMBER* SUBFLOORS AND SLEEPERS 


Here’s the spot—in the middle— 
where Wolmanized Lumber belongs. 
Untreated lumber is food for fungus 
—moisture makes it grow. On 
Wolmanized Lumber decay fungus 
cannot grow—the Wolman Salts* 
preservative is fatal to it. Recommend 
Wolmanized Lumber generously for 
all subfloors and substructures... 
and you'll add years to the service 
life of your customer's buildings. 


PRESSURE TREATMENT... 
DRIVES PROTECTION DEEP 


You can’t just brush it on, you can’t 
dunk it on . . . you've got to drive it 
into the fibers of the wood to get real 
protection. At American Lumber & 
Treating Company, we do it under 
great pressure in steel retorts. The 
protection is there for keeps. Sell 
these facts to your customers. 


CREOSOTING 


*Registered FLAMEPROOFING 


trademarks 


WOLMANIZING 
1646 McCORMICK BUILDING, CHICAGO 4, ILLINOIS 
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Mildew-Proofing Compound 


Announcement has been made of 
the development of a new mildew- 
proofing compound. Said to be ef- 
fective against a wide variety of 
destructive fungi, the new material 
is of particular interest for pre- 
venting fungus growths on cellar 
and closet walls and for mildew- 
proofing shoes and other leather 
goods. It can be used in the treat- 
ment of storage bins used for food 
and other products and for mildew- 
proofing many other objects used 
around the home or farm including 
rope, fence posts and fruit and 
vegetable baskets or crates. For 
further information write Rohm & 
Haas company, Dept. AL&BPM, 
Philadelphia, Pa. 


Wood-Working Tool Catalog 


Quick shifts from one operation 
to another for all jobs in building 
construction, pattern shop, wood 
products manufacture and mainten- 
ance operations are provided with 
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the Walker-Turner Radial Saw. A 
sliding ram with eight over-size 
ball bearings is said to provide 
quick manipulation and clear view 
at all times. The saw tilts 45 de- 
grees in either direction. The mo- 
tor operates from vertical, horizon- 
tal or 45 degree positions; cuts ma- 
aterial up to 4%4 inches deep. 
Among its uses are for ripping, 
compound mitering, shaping, ten- 
oning, dadoing, and routing. In ad- 
dition to the radial saw there is a 
16 inch band saw and ten inch tilt- 
ing arbor saw. For a folder describ- 
ing these machine tools’. write 
Walker-Turner company, Dept. 
AL&BPM, Plainfield, N. J. 


Aluminum Building Products 


Revealing its expanded produc- 
tion, the Reynolds Metals company 
has announced a new line of alum- 
inum building products ready for 
immediate delivery. Four types of 
sheet roofing and siding are of- 
fered in the line. Corrugated roof- 
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ing and siding is produced in two 
corrugation sizes, 2!2x2% inch and 
1144x14 inch, both in a .027 gauge. 
The popular 5-V crimp roofing and 
siding, so called because of the two 
“V”’ crimps down each side and one 
down the center, is also made of 
.027 gauge sheet. The _ weather- 
board siding is .027 gauge sheet 
aluminum crimped in simulation of 
four inch clapboard—-which effect 
can be enhanced by painting. And 
a new, original development of the 
company is the Snap-Seal roofing 
which comes in sheets that inter- 
lock at the sides to provide an air 
space which disrupts capillary ac- 
tion and thus forms a watertight 
joint. Nailing is completely cov- 
ered as the sheets snap in place. 
All Reynolds sheet roofing and 
siding comes in six, eight, 10 and 
12 foot lengths, with a covering 
width of 24 inches. Accessories in- 
clude Ridge Roll, Formed Valley and 
14 inch Roll Flashing for all sheet 
roofing and special eave starter, 
end starter, end wall flashing and 


REYNOLDS LIFETIME ALUMINUM 
“Snap-Seal” Roofing 
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TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 


Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 








Oregon Lumber Co. 


Baker, Oregon 


Pioneer eastern Oregon mill—in operation 57 
years. Under our sustained yield plan of opera- 
tion, the past 57 years of performance is just 


a starter for future delivery of our products. 


Manufacturers 


Famous “John Day” 
Ponderosa Pine 


Since 1889 





There’s Only ONE 
CELADRI 


It's the guaranteed Masonry Waterproofing that makes 
damp basements dry—that stops seepage through walls or 
floors of buildings, cisterns or tunnels—that waterproofs 
stucco, brick or concrete. 

Fast-moving shelf merchandise. Economical, easy to apply. 
Attractive dealer profits. DECORATES as it WATER- 
PROOFS. White and six beautiful colors. Order a supply 
today—and start getting CELADRI profits. 


CELADRI Corporation > 


652 Willis Ave., Williston Park, N. Y. 


*The name Celadri is 
Reg. U. S. Pat. Off 





























phone us today. You've got our number! CHESAPEAKE 2786, 
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Write for 
FREE Folder 


Read the fascinat- 
ing story of 
CELADRI' , re- 
markable record. 
Don't be satisfied 
to handle any 
other waterproof- 
ing but CELADRI. 

















THE BEST OF THE FOREST 


Your requirements are our problems. If you do not receive 


“Lock, Stock and Barrel”—our weekly inventory —write or 














gambrel joint for the Snap-Seal 
roofing. 

For fine residential use, the line 
features a new engineered alum- 


inum clapboard siding, which 
adapts the modern metal building 
material to the traditional form of 
colonial architecture. The individ- 
ual aluminum clapboards fit into 
each other with a precision which 
is said to eliminate any need for 
leveling off. All nail holes are com- 
pletely covered. Exposed clapboard 


ta 


surface is eight inches, depth at 
base % inch. Special starter strip, 
butt joints and corner caps are pro- 
vided. 

To complete the aluminum house, 
Reynolds offers aluminum shingles, 
with interlocking watertight sides 
and fitting top and bottom flanges. 
Visible single area is 8x1414 inches, 
base depth or shadow line 4 inch. 
Half shingles are provided for al- 
ternate courses, as well as a full list 
of accessories for a finished job 
including ridge cap, gable end cap, 
hip cap and valley. For further in- 
formation write Reynolds Metals 
company, Dept. AL&BPM, 2500 S. 
Third street, Louisville, 1, Ky. 


a 


DRAWINGS, left to right, show aluminum corrugated roofing and siding, aluminum weather- 
board siding and aluminum 5-V crimp roofing and siding. 


REYNOLDS LIFETIME ALUMINUM 
Clapboard Siding 
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Illuminated Clipboard 


An entirely new idea in clip. 
boards, is the Ray-Rite illuminated 
clipboard. Ray-Rite is powered by 
two standard flashlight batteries 
with the light bulb set in a reflector 
built into a strong spring.clip, the 
entire unit constructed of metal 





and mounted on a masonite back- 
board. It is available in two sizes— 
7x12 inches or 9x4 inches. A quick 
flip of the switch assures the user 
of convenient light whenever and 
wherever he needs it. For further 
information write Lennan Lights, 
Inc., Dept. AL&BPM, 231 W. Olive 
avenue, Burbank, Calif. 


Reflective Insulation 


The manufacturers of Ferro- 
Therm Steel Reflective insulation 
announces it is now available to the 
general public. It is said to reflect 
90 to 95 percent of radiant heat and 
is permanently efficient for the life 
of the building. It is vermin proof, 
and is said to give fire protection, 
cannot absorb moisture and reduces 
the danger of dry rot. It is odorless 
and it does not absorb or hold odors. 
The 38 gauge Ferro-Therm comes 
in standard size sheets if 24-32 
inches, packaged in wooden cases. 
All sheets are coated with a non- 
corrosive alloy of tin and lead and 
are hot-dipped in palm oil. For fur- 
ther information write the Ameri- 
can Flange & Manufacturing com- 
pany, Dept. AL&BPM, 30 Rocke- 
feller Plaza, New York 20, N. Y. 


Reflective Roof Coating 


Just announced is Richlume, 4 
new roof coating, said to have un- 
usual insulating, waterproofing and 
fire-resistive qualities when ap- 
plied with brush or spray to tar- 
and-gravel tar paper, built-up as- 
phalt or composition shingle roofs. 
It is said to have high resistance 
to weathering, heat, cold and salt 
water, as well as the ability to wa- 
terproof any bituminous roofing 











































Accuracy PAYS OFF! 


Precision in passing the pigskin can 
be the difference in winning or losing 
on the gridiron. 


_Accuracy is important in lumber-cut- : 
ting, too. Concentration yard men know 
that if their business is not to be 

“thrown for a loss,” they must sell ac- 
curately-cut, smooth, easy-to-handle 5 
lumber. That’s why they insist on | 

















profitable, Corley-cut lumber when they 
want sales to soar, to keep costs at a 
minimum. 





There is a Corley mill 
operator in your terri- 
tory. Contact him for 
accurately cut lumber — 
lumber that builds 
friendships, more sales. 
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Lumber Department 
Bonner, Mont. 
* 
Manufacturers of 
Ponderosa Pine, Fir and 
ck- 
a Larch Lumber 
ic 
ser 
ind 
ner xk** 
its, 
ive 
ro- 
ion e 
| | STOP End Checking!!! 
nd 
ife No. 464-A Lumber sealing compound is a specially 
f developed “end coating” that produces amazing 
tte results. 
yn, 
eS Not a “lead and oil” paint but a new product de- 
Sg signed to do a particular job. 
ee Can be applied with spray gun designed for heavy 
- bodied materials or by brush. Color is black. 
a Any mill, lumber dealer or manufacturer who stores 
n- lumber can effect very substantial savings. 
nd Reports have been received that use of the com- 
oe pound has resulted in savings amounting to thou- 
ri- sands of dollars worth of lumber previously lost due 
n- to “end checking.” 
- No. 464-A Lumber sealing compound is reasonably 
priced as follows: 
$1.50 PER GALLON IN 55 GALLON NON-RE- 
a TURNABLE DRUMS 
a $1.60 PER GALLON IN 5 GALLON CONTAINERS 
p- F.O.B. AKRON, OHIO 
r- q 
\S- e - 
| | TkeAkron Paint and Varnish Company 
It AKRON 1, OHIO 
EST. 1878 

a- 
ig 
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RAINY LAKE LUMBER 3 Ltd. 
SALES OFFICE: 2020 Conway Bldg., CHICAGO 2, ILL. 


Selling the Products of J. A. MATHIEU, Ltd., Rainy Lake, Ont 
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material which is not actually torn 
open or cracked too widely to be 
bridged by Richlume as it is ap- 
plied. It is a coating developed for 
use on bituminous roofing materials 
only. A new plastic vehicle for the 
aluminum pigment in Richlume is 
claimed to produce a close bond 
with roofing materials without pen- 
etrating below the roof surface, and 
allows the coating to expand and 
contract with the roofing. For fur- 
ther information write the Rich- 
kraft company, Dept. AL&BPM, 
Chicago, IIl. 


New Filing Cabinets 


A line of filing cabinets that 
unites a number of popular and 
original features is being marketed 
for the first time. The cabinets are 
available in eleven models, with or 


wven FL CABINEL?: 





without general locks, in suspen- 
sion and non-suspension types. The 
cabinets have rounded corners on 
drawers and crossrails; easy roll- 
ing drawers on ball bearings; dou- 
ble stops; no rebound when drawers 
are closed; drawers removed easily. 
Models other than shown are reg- 
ular height with three letter draw- 
ers and two card drawers and coun- 
ter height with three letter draw- 
ers; three two-letter drawers. In 
the non-suspension type, two and 
four-drawer files. For additional 
information write Lyon Metal 
Products Inc., Dept. AL&BPM, 602 
Clark street, Aurora, III. 


Formstone Process 


Dealers and firms connected with 
the building trades are being of- 
fered exclusive franchises to apply 
the Formstone process for new con- 
struction and modernization of ex- 
isting exteriors and _ interiors. 
Formstone is applied directly to the 
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present wall surface, thus sealing 
it. There is no space between the 
earth wall and the inside wall. It 
is said to insulate, weatherproof 
and requires no repair or refinish- 
ing. Ingredients are natural stone 
compounded with cement and wa- 
terproofing and insulating material. 
It is applied in plastic form and 
hand sculptured into individual 
stones. Particles of multicolored 
natural stone are permanently im- 
bedded under air pressure into the 
surface. It can be used for exteri- 
ors or for interiors where a rustic 
effect is desired such as in dens, 
playrooms and cabins. For further 
information write the Formstone 
company, Dept. AL&BPM, 200 S. 
Franklintown road, Baltimore, Md. 





When writing for new literature 
or further details about products 
described here, please mention 
AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MER- 
CHANDISER as the source of 
your information. 





Rustic Fence, Furniture 


Light in weight, the Norcraft 
line of rustic fence and garden fur- 
niture is made of genuine white 
cedar. Because cedar thrives on 
moisture, the wood is said to be 
ideally suited for outdoor use. 
Among the items which can be sold 
by the dealer are small and large 
rustic benches, coffee tables, picnic 
tables, chairs, and picket fencing 
and gates. The furniture is dow- 
eled at all joints and screws and 
bolts are used throughout to insure 
long life. For further information 
about these Norcraft products 
write the MacGillis & Gibbs com- 
pany, 324 E. Wisconsin avenue. 
Milwaukee 2, Wis. 


Fire Prevention Booklet 


A straight - from - the - shoulder 
treatment of America’s forest fire 
problem is the new 16-page book- 
let Burning Your Dollars, just pub- 
lished. Profusely illustrated, this 
plea to keep America green is 
aimed at the cause of nine out of 
ten of our forest fires—a careless 
public. The national fire picture is 
localized with a chart showing com- 
parative forest areas in each state 
and the proportion under some 
form of organized protection. Cop- 
ies of the publication may be ob- 
tained by writing to American 
Forest Products Industries, 1319 
18th street N.W., Washington, D.C. 
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Paint Brush Cleaner 


Equally efficient for 


cleaning 
brushes hardened with paint, jac- 
quer, varnish, shellac or enamel, 
a new paint brush shampoo is said 
to clean right down to the hee! of 


SUPERKLEEN CONCENTRATE 


EVOE & RAYNOLDS COMPANY. tac wre vet 





the brush. Brushes cleaned with 
the shampoo can be rinsed under a 
faucet without staining the sink 
or wash basin, and it is said to be 
non-injurious to hog bristles or ny- 
lon, setting compound or painters’ 
hands. Packed in pint size pack- 
ages, the cleaner is reduced with 
equal parts of water. Dealer helps 
include advertisements in mayga- 
zines, point of purchase displays 
and general trade paper advertis- 
ing. For further information write 
Devoe & Reynolds company, Dept. 
AL&BPM, 44th street & First ave- 
nue, New York 17, N. Y. 


"Coal-Log" 


Coal dust, combined with saw- 
dust and various other chemicals, 
has been formed into a_ product 
known as Coal-Log. It is 24 inches 
long, four inches in diameter «and 
resembles a regular wood log. The 
saw dust is from pine trees and the 
burning log gives off the aroma of 
pine. The coal dust is said to be 
practically smokeless, and because 
the log is formed under pressure is 
said to have the lasting qualities of 
coal. Each log is individually 
wrapped in paper for convenience 
in the store and in the home. for 
further information about this 
product write Attorney William 
Pielsticker, Dept. AL&BPM, 1406 
Union National Bank building, 
Wichita, Kansas. 
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MARKET ANALYSIS 


Slow Production Pickup Reflected 
in Latest Government Report 


A slowly improving production picture is reflected 
in the latest report on lumber by the Forest Products 
Division of the Civilian Production Administration. 

Production in the country as a whole for the first 
six months of 1946 was 4.1 percent above the same 
period last year. 

However, June production in the west for the first 
six months this year was 12.9 percent less than the 
same period in 1945. The output for this region in 
June was 1.8 percent ahead of May. 

Chief reasons for the overall production decline in 
the west was attributed to shortages in manpower, 
equipment and logs. 

Lumber production for the months of June, 1946 
amounted to 3,154,207,000 feet, 2.6 percent more than 
the previous month of May and 15.3 percent more 
than June 1945. 

Barring labor stoppages, it appears that it should 
be possible to attain the production goal of 32 billion 
feet this year. 

IMPORT FIGURES 

The Nation’s lumber supply is being augmented to 
a small extent by imports. Imports in 1945 were 
slightly above one billion board feet or approximately 
four percent of the new production in that year and 
approximately two and one-half times the exports. 
Imports for 1946 are estimated at 1.2 billion feet. 

Reports from the south indicate that perhaps a 
buyers’ market may be in the offing. Some species 
and grades of gum lumber are reported to be selling 
below ceiling, indicating that the sellers’ market may 
not last as long as expected. 

Price increases recently granted by OPA include 
an average maximum price increase of approximately 
$2.60 per thousand board feet for redwood lumber. 
Maximum delivered prices of white and Norway pine 
imported from the Ottawa Valley of Canada were 
increased to maintain the same relationship with 
Canadian ceiling prices for this lumber. The order 
also provides an increase averaging about 85 cents 
per thousand feet for transportation costs. 


Current Statistics on 
Output and Distribution 


Lumber shipments of 408 mills reporting to the Na- 
tional Lumber Trade Barometer were 2.9 percent be- 
low production for the week ending Sept. 7, 1946. In 
the same week new orders of these mills were 5.7 
percent below production. Unfilled order files of the 
reporting mills amounted to 66 percent of stocks. For 
repo rting softwood mills, unfilled orders are equivalent 
to 25 days’ production at the current rate and gross 
stocks are equivalent to 37 days’ production. For the 
year-to-date, shipments of reporting identical mills 
exceeded production by 1.9 percent; orders by 0.5 per- 
cent. Compared to the average corresponding week of 
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LANE 


Trade Mark Reg. U. 8. Pat. Off. 


Sturdy and dependable. Fast, accurate saw- 
ing assured. 


Carriages running on roller bearings. Auto- 
matic pawl release on set head. Fast, power- 
ful dogs. Friction or Belt Feed, as preferred. 
Ball Bearing arbor, and roller bearing Feed- 
works if desired. 


Various sizes and dogs to meet your needs. 


& years’ experience in building Saw 
Mills and woodworking machinery. 


LANE MANUFACTURING CO. 


MONTPELIER, VT. 











If You Buy 
Wood Flour-- 


Contact us regarding our fine quality wood 
flour made from kiln dried soft Southern Hard- 
wood sawdust and shavings. We have the 
very latest equipment. Shipped in bulk car- 
loads or bagged. 





We Want to Buy 


4/4 Common & Better 
Soft Southern Hardwoods 


Let us know your immediate offerings 
and what you can offer for future de- 
livery. 


Carlton Smith 


Lumber-Dimension 


BEARDEN, ARKANSAS 
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HOLT HARDWOOD (CO. 


Manufacturers of 


MAPLE @ BIRCH @ BEECH ® OAK 
STRIP @® BLOCK 
and 
HERRINGBONE 
FLOORING 


BROOM HANDLES 
GRADED SAWDUST 


* 
High Grade Northern Hardwoods 
© 
Custom Kiln Drying 


& 
Members: M. F. M. A. N. H. LL. A. N. H. & HM. A. 


Oconto, WISCONSIN 








Logged in 1936-1937 


HARDWOODS @ WHITE PINE © HEMLOCK 


Our sustained yield forest management policy for 
the past thirty-five years is providing for current 
needs of today and future demands of tomorrow. 


DEFEND YOUR TRADE 


with 


MENOMINEE INDIAN MILLS 


Neopit, Wisconsin 
QUALITY LUMBER 


Air-dried 
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Kiln-dried 





LUMBER MARKET 





1935-1939, production of reporting mills was 3.5 per- 
cent below; shipments were 1.7 percent above; orders 
were 1.0 percent above. 


Western Pine 


Ninety-four mills reporting to the Western Pine 
association for the week ending Sept. 7, 1946 cut 
56,019,000 feet. The same week a year ago the cut 
was 55,598,000 feet. Shipments were 52,443,000 feet 
or 6.4 percent below production. Unfilled orders on 
hand for the week of Sept. 7 were 195,668,000 feet and 
gross stocks stood at 609,010,000 feet. 


Southern Pine 


Production of Southern Pine by the 106 mills re- 
porting to the Southern Pine association for the week 
ending Sept. 14, 1946, totaled 17,275,000 feet. This 
was 15.20 percent below the three-year average for 
the same mills. Shipments for the week of Sept. 14 
totaled 15,320,000 feet or 4.58 percent above pro- 
duction for the week. Orders placed during the week 
totaled 15,942,000 feet or 8.83 percent above produc- 
tion for the week. 


In the Market Centers 

TACOMA—Because of the maritime strike, water- 
borne lumber shipments which had been gaining 
steadily in volume are at a standstill. So far, log 
movements have not been affected by the maritime 
tieup. The log situation continues to be serious and 
supplies are being sent in by rail and by water. On 
the brighter side of the ledger, both demand and pro- 
duction are good. Weather conditions excellent. 

SEATTLE—Oregon and Washington sawmill work- 
ers are negotiating or threatening to strike for more 
money. Shingle production, hampered by lack of logs, 
is still holding steady. Lumber demand continues at 
a peak. The car shortage has made more lumber 
available for local use. New plants are being erected 
as use of concrete blocks for walls and exterior sur- 
faces increases. 

MINNEAPOLIS—Gov. Thye has issued three spe- 
cific orders to increase supplies. Completion of a dry 
kiln with a capacity of 25,000 board feet of lumber 
per day is expected by spring; state officials were 
ordered to work with Minnesota sawmills and timber 
cutters who have reported a shortage of labor; the 
state will cooperate with the Minneapolis Contractors’ 
and Builders’ association to get a soil pipe plant in 
operation. Despite a sharp increase in building per- 
mit valuations, few of the thousands of housing units 
for which the permits were issued have been com- 
pleted. In St. Paul 1,830 permits were issued from 
Oct. 1, 1945 to Aug. 1, 1946, but only 85 of the jobs 
were finished. Material shortages were holding uP 
1,253 and labor shortages were responsible for the 
unfinished condition of 145. Only 40 of 500 homes 
started in Minneapolis since Jan. 1 have been 
completed. 

MEMPHIS — Hardwood production continues 
throughout the South at approximately 90 percent of 
normal, but this satisfies only a small part of the de- 
mand. However, buyers are becoming more selective 
and are demanding specific grades, thicknesses and 
lengths. 
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Use KRANE KAR for 
storing, stacking, feed- 
ing mills, servicing kilns, 
loading freight cars, 
trucks or barges. KRANE 
KAR handles lumber, 
timbers, logs, poles, ties, 
sand, gravel, cement 
blocks, pallet loads of 
brick, sheet rock, build- 
ing plastics, pipe, lime, 
coal, clay products. 


KRANE KAR lifts, transports and spots loads—of any size or shape up to 
10 tons—inside your warehouse, yard, to and from loading platforms or 
railway cars. No need to face the work—swing “live” boom from side to side 
and up or down. KRANE KAR means more production, more truck deliv- 
eries, more profits. SEND FOR NEW CATALOG NO. 58. 

USERS: N. Y. Sash & Door, C. W. Brownell, Certainteed Prod. of Calif., 
Roof Structures, Wade and Dunton, Barrett Timber and Dunnage, Southern 
Materials Corp., American Creosoting, Roberts & Johnson Lumber, ete. 


THE ORIGINAL SWING BOOM MOBILE CRANE 
WITH FRONT-WHEEL DRIVE AND REAR-WHEEL STEER 





2%, 5, AND 10 TON CAPACITIES 


TRORAUIME KAUR 


RADE MARK REGISTERED 


SILENT HOIST & CRANE CO., 860 63rd ST., BKLYN 20, N.Y. 




















OMAK-KWALITY 


Window, Door and 
Cellar FRAMES 


Trim, Mouldings, Casing, Base, 
Finish Lumber, Furniture Spe- 
cialties, Etc. 
























District Sales Representatives 


Mr. R. F. Taylor Mr. H. M. Tripp 

No. 24 Welwyn Road P. O. Box No. 85 

Great Neck, L. L, Crystal Lake, Ml, 
New York 


Member Western Pine Assn. 





ROLL-OFF 


LUMBER TRUCK BEDS since isis 


Complete Beds Shipped KD 












EASILY MOUNTED 









Write for Catalog & Prices 


“The fictive Truck Is the Money-Maker”’ | 



















Old Growth 


DOUGLAS FIR 
at Its Best 


OREGON - AMERICAN 
Lumber Corp. 


Vernonia, Oregon 


Elo melee 1-71 am OF11i7 
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The R-B COMPANY, 1921 Guinotte, KANSAS CITY, MO. 

















FOR SALE 


Mill Ceiling Prices. 


In exchange for any of the following woods: 


Maple, Birch, Oak, Beech, Ash, Gum, Walnut, 
Poplar, Magnolia, Pecan, Hickory, or what 
have you. 


To be bought on the same basis. 


5800 S. Boyle Ave. 






Ponderosa Pine 
Car Lots--Direct Shipment. 










Penberthy Lumber Co. 


Los Angeles 11, Calif. 





























89 











VENEER PLANT 
EQUIPMENT 


Automatic Hot Press Chargers 
Mechanical Hot Press Chargers 
Hot Press Feed Elevators 
Dryer Feed Elevators 

Elevating Tables 

Continuous Core Machines 


Saw Mill Equipment 


Planer Feed Elevators 

Dry Kiln Car Loaders 

Dry Kiln Car Unloaders 

Automatic Lumber Stackers 

Hydraulic and Electric Elevating 
Tables 

Electric Lumber Transfers 


We Specialize in Designing Saw 
Mill and Veneer Plant Material 
Handling Equipment 


WHAT ARE YOUR PROBLEMS? 


AMERICAN 


MANUFACTURING CO., INC. 
2119 Pacific Ave., Tacoma 2, Wash. 






















(HERE'S WHAT \ 
FOLKS NEED 


to repair walls, floors, 
furniture, woodwork or 
plaster. This plastic 
repait material comes 
in powder torm...just 
mix with water and 
use. Will not shrink. 


WILL NOT SHRINK 
i Sticks and stays put. 


STICKS AND STAYS pir 




















Your jobber 
can give im- 
mediate deliv- 
ery on Durham’s° 
Rock-Hard Water Putty. 
Packed twelve 1-lb. cans 
or four 4-Ib. cans to case. 
Also available in 25, 50 
and 100-lb. drums for 
large industrial users. 


DURHAM 
COMPANY 
Des Moines 4 
lowa 






¢ 


The PLASTIC Repair Material 
in POWDER Form 





Low Cost 
Toxic-Water Repellent 
Preservatives 


Chlorinated Phenol Toxic Base. , 

Positive protection against Rot, Fungi, - 
Termites, Excess Moisture, etc. . 

Formulations to meet all official specifica- 





ions. 
A profitable retail item for Lumber Yards. 





Write for technical data, tests, samples, etc. 


CRE-0-TOX CHEMICAL CO. 


MEMPHIS, TENN. 













ULF KUIWIS 

















Bob Osgood Named President 
of Los Angeles Hoo-Hoo Club 


At the election of officers during 
the annual dinner, Bob Osgood, lo- 
cal lumber broker, was elected presi- 
dent of the Los Angeles Hoo-Hoo 
Club, number two, and Vicegerent 


Snark of the Universe. George 
Clough, retiring president, turned 
the gavel over to Bob before a turn- 
out of 300 cats. 


Col. Greeley Presented 
Schlich Memorial Medal 


Colonel W. B. Greeley, Seattle, 
Wash., former chief forester of the 
United States, now chairman of 
trustees of the American Forest 
Products Industries Inc., was 
awarded the highest honor in 
American forestry, the Schlich me- 
morial medal, on September 12 at 
the national meeting. of the So- 
ciety of American Foresters in 
Salt Lake City. 

In presenting the medal, S. W. 
Allen, president of the association 
and professor of forestry at the 
University of Michigan, paid high 
tribute to Colonel Greeley’s life- 





time of service to forestry, which 
is continuing today through the 
Trees for America program of the 
American Forest Products Indus- 
tries. 

Only three previous awards have 
been made to Americans. The first 
in 1935 te President Franklin D. 
Roosevelt; in 1940 to Gifford Pin- 
chot, former chief of the Forest 
service and founder of the Society 
of American Foresters; in 1944 to 
Henry S. Graves, dean emeritus of 
the School of Forestry, Yale uni- 
versity and also a former chief of 
the Forest service. 


Brooks-Scanlon Companies 
Merge, Personnel Unchanged 


On September 11 the Brooks- 
Seanlon corporation, Foley, Fla., 
and the Brooks-Scanlon Lumber 
company Inc., Bend, Ore., effected 
a merger. Brooks-Scanlon Inc., the 
surviving corporation, will con- 
tinue the operation of the Foley 
and Bend divisions as heretofore. 
The personnel and management at 
each plant will continue the same. 

Principal officers of the merged 


MEMBERS of the Western Pine association committee and guests who were entertained August 
15 by H. D. Mortenson at the new lodge of his duck club near Bellejo, Calif. Left to right, 
bottom row: H. D. Mortenson; Aug. J. Stange, president, Western Pine association; Duvo 
Moore; middle row: P. A. Albertson, Herbert A. Vance, P. V. Burke, W. H. Myers, Harold J. 
Ford, E. L. Sawyer, J. H. Hawkins, C. C. Stibich, George Holden; top row: T. L. O’Garo, A. 4: 
Dewees, James Coonan, Ray L. Wilson, J. M. Brown, O. H. Leuschel, J. P. Austin, Walter 5. 
Kennon, chairman, promotion committee. 
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Meets the demands of experienced operators for 
efficient, accurate production at low cost. .Solve 
your increased output requirements with an Enter- 
prise. Send details of your set-up for our recom- 
mendations and prices. 





Quality—built to tried and proven prin- 
ciples of design and construction for 
profitable operation. 








ENTERPRISE SAWMILL MACHINERY 











TURN RAIN wro PROFITS | 


BY FEATURING THE MANY 


A FE T : WATERPROOFING 
COMPOUNDS 
There's a RANETITE WATERPROOFING COMPOUND for every 
need—from waterproofing homes and buildings—to awnings, 
clothing and shoes. Each is a steady, highly-profitable seller! 
If you stock Ranetite Products, feature them 
by keeping Ranetite Literature on the Coun- 
ter, handy to customers. If you're missing 
out on the high Ranetite profits, write for 
our FREE, color-illustrated Literature and 
Liberal Dealer Discounts! 





Ranetite Manufacturing Co. 


1917 S. Broadway St. Louis 4, Mo. 








JUST RECEIVED 


“Baughmans Buyer & Seller” 
Desk Size Edition 


AMERICAN LUMBERMAN is pleased to an- 
nounce that additional copies of the DESK SIZE- 
$4.00 edition of Baughmans Buyer & Seller have 
been received and we can again fill orders for 
this popular book for calculating lumber footage 
and prices. 





139 N. Clark St., Chicago 2, Illinois 
















A Name That 
Stands for Quality 





in Plywood 


Soundbilt, as the 








name implies, is a 
w e1l- manufactured, 
quality-produced ply- 
wood. It comes from 
fine, old-growth logs. 
It is made in a mod- 
ern plant. Soundbilt 
is a name you'll be 
hearing more about 
as things get back to 
normal—so that more 
Soundbilt can be 
_made available. 
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SELLING THE PRODUCTS OF DISTRIBUTORS OF 
*THE McCLOUD RIVER LUMBER HEVLIN PINE 
COMPANY Vil N 
McCloud, Calif. Reg. WW. S. Pat. Off. 
*THE SHEVLIN-HIXON COMPANY EXECUTIVE OFFICE 


Bend, Oregon 900 First National Soo Line Building 
‘Member of the Western Pine Associa MINNEAPOLIS, MINNESOTA 


ns Fe, Cog. DISTRICT SALES OFFICES: 














SPECIES 


PONDEROSA PINE 
(PINUS PONDEROSA} 


SUGAR (Genuine White) PINE 
(PINUS LAMBERTIANA) 








NEW YORK CHICAGO 
= 1604 Graybar Bldg. 1863 LoSalle-Wacker Bldg. 
Pandesvta Fre Woodwoth Mohawk 4-9117 Telephone Central 9182 


een 


SAN FRANCISCO 
1030 Monadnock Bidg. 
Exbrook 7041 
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PAUL B. BERRY 


Wholesale -- Commission 


Grand Rapids 6, Michigan 


If you can furnish any of the following 
(or anything else) write or wire me. 


l or more cars softwood boards 
and dimension KD or AD, ma- 
chined; also panels, shorts, cut- 
offs. 1 or more cars 5/8” and thick- 
er hardwoods, mostly 4/4” & 5/4” 
KD or AD. Send me your stock 
and price lists. 














LUMBER WANTED 


Manufacturer of Prefabri- 
cated Houses in Philadelphia 
area will pay CASH for any 
volume of lumber — cut to 
size, or random sizes, green 
or seasoned. Can use 100,000 
ft. daily. Buying large quan- 
tities of Frames, Sash and 


D " ‘ 
or Write to 


Century Prefabricating Corp. 


Box 43 Haddon Heights, N. J. 








SUGAR & WESTERN 
= PINE AGENCY 


#1 MONTGOMERY ST 
SAN FRANCISCO, CALIFORNIA 


Selects and 


Shop 


California Ponderosa Pine | 
) Mouldings and Cut Stock | 











It’s Quicker to Repair Saws 
Than to Get New Ones 


We can cut your old saw down, 
if not burned, or cracked in the 
center, and insert one of Simonds 
four popular styles—2!/, or 3 or 
B or F. Saw will be like new 
when we return it. 
It takes 6 to 8 weeks to get a saw 
cut down just now, but it takes 6 
to 8 months to get a new one. 
All kinds of circular saw repair- 
ing. 

J. H. Miner Saw Mfg. Co. 


Meridian, Mississippi 
Incorporated in 1912. 


The Original Miner Service 














company are Edward Brooks, chair- 
man of the board of directors; 
Harry K. Brooks, Bend, Ore., pres- 
ident; Paul Keenan, Chicago, ex- 
ecutive vice president; A. J. Glas- 
sow, vice president in charge of 
the Bend division; M. J. Foley, vice 
president in charge of the Foley 
division; and J. M. Hollern, Min- 
neapolis, treasurer. 


A. Y. Lesher, Philadelphia 
Lumber Company Head, Dies 


Amos Y. Lesher, 69, president of 
the Lumber and Millwork company, 
Philadelphia, died Sept. 9. 

In 1928 he formed the lumber 
and millwork company which ab- 
sorbed the older firms of Charles 
F. Felin & company, the J. Ander- 
son Ross company, the Schwenk 
Benson company and the Derr Lum- 
ber company. 

Mr. Lesher had acted as national 
counsellor to the United States 
Chamber of Commerce for the Mid- 
dle Atlantic Lumbermen’s associa- 
tion. 


Paul Morgan Resigns Position 
With White River Lumber Co. 


Paul Morgan, Pacific coast lum- 
berman, has resigned as assistant 
manager of the White River Lum- 
ber company, Enumclaw, Wash. He 
is now plant manager of the new 
plant of the Willamette National 
Lumber company, Foster, Ore. 

Before going to the White River 
Lumber company, Mr. Morgan was 
associated with the Snoqualmie 
Falls Lumber company and prior 
to that with the Clark & Wilson 
Lumber company, Linnton, Ore. 

Headquarters of the Willamette 
National Lumber company is 
Dallas, Ore. Sid B. Lewis, gen- 
eral manager of the company, was 
formerly plant manager for the 
Weyerhaeuser Timber company, 
Longview, Wash. 


Douglas Fir Plywood Explains 
Shortages Through Its Ads 


Current advertisements of the 
Douglas Fir Plywood association 
are continuing to explain the rea- 
sons for the shortage of plywood 
by stressing the allocation of the 
product to housing. 

By doing this, the association 
says it is hoping to convince buy- 
ers that it is supporting the hous- 





September 28, 1946, AMERICAN LUMBERMAN © 


ing program wholeheartedly ; that 
the failure of the housing program 
to meet its objectives is in no way 
due to a lack of plywood; that the 
industry is doing everything in its 
power to handle requirements of 
old customers; and that the indus. 
try is actually producing more than 
it did in 1940. 


H. Stronach, Wood Treating 
Chemicals Company, Dies 


Harry H. Stronach, southern 
representative of the Wood Treat- 
ing Chemicals company, St. Louis, 
died August 24. He was formerly 
industrial manager of the West 
Coast Forest Products Bureau. 

He was known for his answer to 
the splitting characteristic of 
Douglas fir with his invention of 
a non-splitting nail. For the past 
four years he had been working 
throughout the south as field en- 
gineer for the company. 


Sid Darling Named to Board 
of Wholesalers Association 


Sid L. 
ager of the National American 
Wholesale Lumber association, was 
elected to the board of trustees of 
the newly formed National Asso- 
ciation of Wholesalers at a_ two- 


day organization meeting in Wash- |) 


ington, D. C., September 9. 

The NAW, designed to supplant 
and absorb the Council of National 
Wholesale Associations, will serve 
wholesalers in the same manner as 
the National Association of Manu- 
facturers, the American Retail 
Federation and the American 
Farm Bureau Federation serve the 
general interests of manufacturers, 


retailers and farmers, respectively. [ 


John H. McDonald, British 
Columbia Lumberman, Dies 


John Haley McDonald, 68, promi- [ 
nent lumberman of New Westmin- f 


ster, British Columbia, died 
recently. In 1911 he formed a patt- 
nership with R. L. Cliff and estab- 
lished the B. C. Manufacturing 


company Ltd. and also bought out f 


Darling, directing man- } 


at as: 


ac aa 





rs 


the Maple Ridge Lumber company. fF 


Haney. 


Later he established the f 


Westminster Shook Mills Ltd. and f 


became managing director of all 
three companies. 


Mr. McDonald was also presiden! f 


of the Salmon River Logging com 


pany Ltd. and was a director of the BF 
British Columbia Electric Railway f 
company. Following the first World } 


War he was a member for tne lum: 
ber trade mission from B. C. which 
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Hardwood Inspector Wanted 


One familiar with Northern Hardwoods 
for hardwood distribution yard. Steady, 
competent, experienced and understand- 
ing thoroughly NHLA rules. Write 


WARREN ROSS LUMBER CO. 
Falconer, N. Y. 








Since 1922 | 
THE DAD & LAD & 
MANUFACTURERS 


Asphalt and Asbestos Ronmfing 
Cements, Paints and Compr.unds 


Factory and Executive Offices 
NEW LENOX, IL) INOIS 


A 








WHITE PINE Idabo--Ponderosa— 
California White 
Also and Sugar Pine 


A Cedar and 
Fir Wallboard West Coast Products 


William Schuette Company 
New York 


Office—41 East 42d St. PITTSBURGH, PA. 











JAMES W. SEWALL CO. 


CONSULTING FORESTERS 


dain PHILLIPS & BENNER 
Old Tewn, Maine Ruttan Block 


Established 1910 Port Arthur, Ontario 












SULLIVAN LUMBER CO. 


PORTLAND, OREGON 


TIMBERS FACTORY 
YARD STOCK F i R CLEARS 
SPRUCE, HEMLOCK, CEDAR, PINE 


Established 1912 








Leose Leaf 


TALLY BOOKS 


Tally Sheets with 
Waterproof Lines — 


Send for Catalog of 
Lumber Yard Supplies 


Frank R. Buck & Co 
2183 Touhy Ave., Chicago 45, I11.. 

















Manufacturers gE 
PINE & POPLAR E « 
LUMBER cs © 


Members 
Ss. P. 1. B. 


_____LA_ GRANGE, GA. | 


Gillies Bros. & Co. Ltd. 


BRAESIDE, ONTARIO, CANADA 


frs. of (PINUS 
Genuine WHITE PUNE STROBUS) 
Air-Seasoned © Water-Cured 
For 104 years, 1842-1946. Capacity 30 million ft. 
annually. 
Members N. W. L. D. Assn. 


DRY STOCK—ROUGH or DRESSED. Prompt Shipment 
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BUILDING PrRopucTS MERCHANDISER, September 


visited Australia and New Zealand 
and later was on a smaller mission 
to Great Britain. He was past 
chairman of the B. C. Division, Ca- 
nadian Manufacturers’ association 
and a member of the executive 
committee at the time of his death. 


George Sexton Honored 
By Flintkote Company 


George A. Sexton, sales manager, 
Southeastern district, Atlanta, was 
recently honored by the Flintkote 
company upon his completion of 25 
vears of service with the com- 
pany. He was made a member of 
Flintkote’s Quarter Century Club. 


Companies Announce 


The American Roof Truss com- 
pany, Chicago, designers and 
manufacturers of wood trusses for 
over 25 years, is opening a sales 
office at 282 W. Santa Barbara, Los 
Angeles 37, with William H. Wad- 
dington Jr. as resident manager. 


H. B. McCray, Kansas 
City Lumberman, Dies 


H. B. McCray, 74, founder of the 
McCray Lumber company, Kansas 
City, Mo., died September 8. 

For 20 years before he founded 
his own business in 1921, he was as- 
sociated with the Badger Lumber 
company. He was a graduate of the 
Kansas City School of Law, a mem- 
ber of the Kansas City Real Estate 
board and a 32nd degree Mason. 


Promotions and Appointments 


WILLIAM E. WILKINS, a member 
of the Boston office of the Amer- 
ican Lumber and Treating com- 
pany before being called to active 
duty in 1941, has returned to the 
company’s New York sales staff. 


ROGER A. MACARTHUR has been 
appointed assistant director of re- 
search at the Philip Carey Manu- 
facturing company. He joined the 
Carey laboratory staff in 1930. 


JOHN A. HOFTYZER, recently re- 
leased from Army service, has been 
appointed territorial sales repre- 
sentative by the Whiting-Adams 
company, Boston. : 


EBBE C. ANDERSON was. ap- 
pointed advertising and research 
manager for P. & F. Corbin, New 
Britain, Conn., and replaces FRANK 
A. EUSTACE who resigned. 


ae 1940 

















Knudson & Mercer Lumber Co. 


Purveyors to 
Accredited Retail Lumber Dealers 
for 51 years 


LUMBER FROM SOUTH, WEST, NORTH 


Sash & Doors, Wallboards and Most 


Standard Specialties 


28 E. Jackson Bivd., Chicago 4, ill. 











Every Manager Needs It! 


Don’t lose important papers. 
Keep them in this handy, 
time-saving, desk-side MAN- 
AGERIAL FILE for instant 
Top slides back. 
Front expands for easy ac- 
cess to contents. Handsome 


reference. 


drawer. Write for folder. 


Northwest Metal Prods. Co. 
1337 E. Mason, Green Bay, Wis. 

























Over 500 
New Products and 
Services 


Yours...to Use, Sell, 
Produce; or Compete 


with ... Today! 
You'll find them listed in 
the 32-page tabloid “New 
Propucts and SERVICES,” 
compiled by The Journal of 
Commerce from a nation- 
wide private survey. Get 
your copy now—then keep 
posted on additional new 
developments by reading the 
“New Products” column of 
The Journal of Commerce, 
America’s complete business 
newspaper. 
A copy of “New Propucts 
and Services” will be sent 
free with a trial subscription 
to The Journal of Commerce 


—the next 78 issues for only 
$5. Mail your check today. 








Journal of Lommerce 


NEW YORK 
53 Park Row, New York 15, N. Y. 
Please send me the next 78 issues 
plus a free copy of ““New Products 
and Services.”’ Check for $5 is 
enclosed. 


B66. 664404 64 4SO CRS 





Address... 
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